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/ the Bale-(3-M 
FFERS THESE BIG ADVANTAGES 


Every bale the same size * No double tripping « Wire-tied bales that can't come loose 
* Square-cornered bales easier to store, easier to handle, easier to feed 


HARDWARE 


GIVES THE FARMER A NEW 


BALE-TRIP mechanism unlike all others 
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farmer who preserves the food value of his hay 
makes hay easier to handle 
the modern way with the 


progressive 


saves time 
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THE BAL-O-.MATIC lifts hay 


windrow or swath, slices it into 


»f steel wire while the bak 


from the 
ind ties it with two 

No wire | 
pick-up me 


1 layers trands 
bale or fit 


re ; into 
chanism which operates equally 
or straw, handles light 
The new Uni-Matic 
on-the-go” over ridges and ditches 

1s stationary baler just as it is. Sturdy 
free service and minimum 


or extra 
ind 


green or cured hay uneven 
Power raises 


windrows and swaths 


E-O.MATIC can be used 
MM construction 


assures trouble 


maintenance 


Here's the new MM Bale Trip mech- 
anism that insures against double 
tripping, gives the farmer positive 
assurance that every bale will be 
the seme size, just as he sets the 
automatic metering wheel. 


Quality Controlim MM FACTORIES ASSURES DEPENDABLE PERFORMANCE IN THE FIELD! 


INNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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URRAY Baby Walkers, Wheel Goods, Bicycles 


these days of shortages, it is still mighty satisfying 
build lasting customer good will by offering 
erchandise of unexcelled quality .. . For over a 
arter of a century, the Murray line has been 


nized as outstanding in value . . . Murray Ohio 
aftsmanship is being fully maintained in spite of 
en! material restrictions beyond our control 
. » We treat both large and small buyers alike by fairly 
locating our production . . . Today, with its 
emendous consumer acceptance, the Murray line 
nis the greatest sales opportunity in the wheel 
and bicycle fields. 


MURRAY*GO-ROUND 
is America’s finest baby walker-stroller. Na 
tionally advertised to millions of new mothers 


NEW in’52— 
FOLDING HANDLE 
_ 


THE MURRAY OHIO MFG. CO. + CLEVELAND 10, OHIO 


MURRAY BICYCLES 
include deluxe and 
Standard models 
sizes from 26" down 
to 14° park cycles 
Equipped with MUS. 
SELMAN COASTER 
BRAKES. another 

M O product 


MURRAY WHEEL GOODS 


include juvenile autos, fire trucks, 
station wagons, tractors, veloci- 
pedes, and chain-driven tricycles. 
Modern ball-bearing construction. 










- What do 
- farmers 
want in 






M.«: of all, farmers want a fence that will pay off in | 

extra years of durable, dependable service. It takes ; 

no longer to erect a good fence, so most farmers 

want the best } 
Bethlehem Fence fills the bill. One glance—on the 
farm or in your store—tells your customers why it does 
a great job, year after year. Ask them to inspect the 

well-made hinge joints, the tough steel wires, the : 

smooth zinc coating that fights off rust 

Made in all standard styles and sizes, Bethlehem 

| Fence goes up faster and lasts longer when it's in- : 

stalled on rugged, easy-to-drive Bethlehem Stee! Posts. . 
Talk over your fence needs with your jobber today 
And don't forget to ask him about the other top-quality 


ttitude ever since thet 


“He's hod thet defeatis! o nem Gone.” | 


' 
day he tried to break down the Beth 





ae | steel products shown below. 
Formers want o fence thot's bull-strong and hog BETHLEHEM STEEL COMPANY 
tight! Advertisements like these in regiono! farm BETHL EHEM P PA 


tching the attention of fence buyers. 
mogoazines ore catching the o nitintnetem ni eiitiitiahiia titan 








Bethichem Pacific Coast Stee! Corporation. Export 

tiributer’ Bethlehem Steel Export Corperetion 

te 4 AUTOMATIC 
BARBED WIRE BALE TIES BALER WIRE NAILS AND STAPLES FENCE POSTS CLOTHES UNE 
* 
mith FP shing Comper , ft Atlenta,. Georgia, U. B. A 
; > t 11 40 ton. G tw W. RC Smi Publishing abe Da s 
SOUTHERN HARDWARE is published monthly 63 os ord >. sineds ening ~ 5 AHF per year. 
Extered as second ass mai oT D . Georgls ler oe Ac Ma 


Volume 12! "Number 5 








Business 
and 
Profits 


Stock these “best-sellers” for profits: 


Color-Grained Asbestos-Cement Siding 


colors, straight 


Dubl-Coverage Tite-On Shingles the 
cane-proof” shingle with the beautiful 


baskelt-weave pattern 


Stonewall Ashestos-Cement Board 


ling material of 100] ses, Rigid 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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But—there's no substitute for Opal! 


. particularly the insect .. . 


Everyone . . 
agrees there's no steel screening like Opal! It's 
precision-made . . . drawn and woven by the best 
craftsmen in the industry. 

Opal not only looks better, it lasts longer, 
is easier to install. Here's the screen that gives top 
value for every foot. Look over the features 
they'll show you and your customers why Opal is 


America’s most popular screening 





ACTUAL QUOTES 
FROM DEALERS 


** «If you can’t send Opal, 
notify us.’ 

“+. Ship only Opal.” 
“.ee35 rolls—and please 
be sure it’s Opal.” 
“.«-You spoiled me for 
other screening.”’ 


“.«eSame as the last time 
o++Opal, with the ruler 
marks on the side.”’ 
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Multi-Strand Edge 
. the exclusive feature that gives extra strength, 
perfect wire alignment, better tacking surface 
No R Back 
... lies flat when unrolled... can’t snap back. 
Measure Edge 


No fumbling with rulers ... Opal Screening is piainly 
marked in six-inch and one-foot measurements. 


... precision-drawn wire, expert weaving . . . these 
make Opal the most uniformly perfect screen you 
can buy. 


.. ne stretching or pulling during installation . .. 


fits frame perfectly on all sides. 
proof white satin finish. 


Opal is the screening for building volume, 
repeat sales, profits. Order yours now! 


ng Compe 


...teo Opal are Aldura, the new Alclad aluminum 
alloy that doesn’t stain, and Liberty Bronze, a 
superior full-gauge wire that defies weather. 











Write for cotaleg ond price 
calculeting surfece table booklet 












what out-dates “putty” and 
gives you bigger profits? 





eee 
a 


\ 2." UIURS PUNTIUS GUlLCoe 


D-P GLAZING COMPOUND, of course! 


“Putty” is a “has-been!” From every standpoint, D-P Glazing Compound is a better- 


performing, better-selling product. Not only is it easier and more efficient to use for 
glazing wood and all types of metal sash, but it also gives your customers a product 


that's perfect for a wide variety of other year ‘round home maintenance jobs. 


Naturally, D-P Glazing Compound costs a little more than “putty” .. . but it's worth 


a lot more to your customers . . . and gives you a more profitable unit of sale. 


Be up-to-date! Display D-P Glazing Compound on top of your counter . . . and 
watch the sales repeat! D-P Glazing Compound comes in popular consumer sizes of 


1 pound and more. Order from your jobber now . . . today! 


GLAZING COMPOUNDS * CAULKING COMPOUNDS * PUTTIES * WHITE WONDER TILE CEMENT 


THE DICKS-PONTIUS COMPANY 
WITH THE D-P LINE! y 





MORE SALES 


DAYTON, OHIO © ALEXANDRIA, VA. © DECATUR, GA. 
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Farmers and orchardists know that 
with hired help scarce their only hope of 
maintaining production is to replace man- 
power with up-to-date equipment. The Myers 
reputation for having exactly the right power 
sprayer for every job, just naturally sends a 
majority of those who need spray equipment 
straight to the Myers Dealer. And to make 
sure prospects know where to go, 1952 will 
see us backing those dealers with the biggest 
promotional campaign in Myers history. Get 
the details from your Myers representative. 
Or write The F. E. Myers & Bro. Co., 

Dept. P-127, Ashland, Ohio. 





+. 5. pe Rn gy 
vy ailie sr 






New Myers Concentrate Sprayer cuts 
orchard spraying costs up to 40%! Lets 





us, one man cover more acres than six men %) 
: using two dilute sprayers. Gives thorough ; 
ee, coverage, even in wind. Permits better tim- z + 
ae ing for better results bade 
. 
- < bications 
ty > more ods i” awe as teke A 
‘> advertising ness for deole . 
ned wetiona! Adv better bus! - 
. - * mere before buldine Deoler Aid Pregrem 
Beh FRE WSD iin ter Saventege of Myers 1952 
ee : ’ . » Ae 
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LOOK FOR THE WORD “MUTUAL’ 
ON YOUR INSURANCE POLICY 


It Means That Your Company Operates on 
Principles Proven Successful for 200 Years! 


The first insurance company in America was a Mutual company. It was 
founded 200 years ago in 1752 by Benjamin Franklin. It was called the 
Philadelphia Contributionship for the Insurance of Houses from Loss by 
Fire. It is still in business today and according to a study of corporation his- 
tory by Harvard University it is the only corporation chartered in this coun- 
try before the American revolution 
which still survives 


The Principle of 
Mutual Insurance 
What is this principle of Mutual 

insurance that has proven so sound, 
so enduring”? Since there is no profit 
in a Mutual insurance company ben- 
efits are shared through the return 
to policyholders of savings from loss 
prevention and other cost-saving ac- 
tivities. Mutual insurance companies 
have no incentive to operate in any 
other way than to serve their policy 
holders 


Millions Insure with Mutuals 

Has this method of doing business 
proven popular? Mutual fire and cas 
ualty insurance companies wrote an 
estimated $1,500,000,000 in pre 
miums in 1951. They serve 20,000,000 
poli vholders' 


Does “Mutual” Appear 

on your Policy?” 
Look at your insurance policies. If 
they aren't the mutual kind, a word 
from you and we'll be glad to explain 





The oldest insurance company in America 
butionship for the Insurance of Houses from Loss by Fire 


Questions about Insurance? 


Ask . y ar 
QUESTION (9) BOX 


Q. Is the insurance company liable 
for the expense of saving and pro- 
tecting property damaged by fire 
from further damage and for the ex- 
pense of putting it in the best pos- 
sible order? 

A. Yes, the company is liable for a 
reasonable amount. 





Oldest Insurance Company in America 

the Philadelphia Contri- 
was es- 
tablished in Philadelphia by Benjamin Franklin in March, 1752. This 
photo shows the staff in the Contributionship office in December, 1896 





how you can share in mutual sav- 
ings 


“ARE YOU FULLY COVERED?” 


Tommy came to school loaded 
with bubble gum which he pased out 
to classmates and a surprised teacher 

He explained: “I just became a 
brother last night.” 

Capper’s Farmer 





Going on Vacation? 

Before you go ask your Friendly 
Federated man about the Personal 
Property Floater, the Personal Ef 
fects Floater, and Personal Liability 
insurance. Costs are surprisingly low 
When you know you are properly 
protected you can relax and really 
enjoy that vacation! . 

P. S. If you don't * 2m * 

know his name con Fy — a 
sult the classified sec- « ; . 
tion of your tele- ay ° 








LE. 


You'll Be SAVED 


plenty of grief if your Fire In 


my a m 


surance fully covers. What phone directory or . poy e 
about your new television set write us -— = 


your new washing machine 
range, refrigerator—are they 
covered” Write for our House 
hold Inventory book today and 
find out your worth. You will 


Bbuahed Malad 


Another Benefit of 

Trade Association Membership 

Many associations have made 
Group Accident and Health Insur- 
ance Plans available to their mem- 
bers. When written for a single group 
of any one firm GA&H insurance of- 
fers lower rates than would be avail- 
able to a single employee. The asso- 
ciation plan goes a step further. It 
bands together a large number of 
groups under one plan for further 
economy. Very low rates and liberal 
benefits are the result. Federated 
Mutual has been one of the leaders 
in writing this kind of insurance. 


Altho some of last yr’s cars looked 
like they were smelling for some- 
thing, durned if some of the new 
models don’t give you the impres- 
sion they found it. 

— GILCRAFTER, hm, Gilbert Paper Co. 





probably be surprised, too! 











IMPLEMENT and HARDWARE INSURANCE COMPANY *® OWATONNA, MINNESOTA 


SOUTHERN HARDWARE for MAY, 1952 





e to Stock... 


PORCH SWING CHAIN SETS 


Hodell Porch Swing Chains, in the favorite 
Bulldog pattern, are now available for 
immediate delivery. These good-looking, long- 
lasting chains are standard equipment with 
over 60% of swing manufacturers. Order them 
soon through your jobber, for spring and 
early summer selling 





Each set includes two complete V-type chains and a pair of 
ceiling hooks—evervthing needed to hang a swing. Packaged 
one set to a carton, clearly and colorfully labeled 


Ea RPererrer er eS ee ee ae eee ee 


ANIMAL CHAINS 


Stock enough Hodell Cow Ties, Tie-Out 
Chains and Halter Chains for the season 
ahead—order them now through your 
jobber. Hodell Animal Chains also include 
Kennel and Exerciser Chains, Anti-Cow 
Kickers, Dog Couplers and Chain 
Choke Collars. 





Ta “~<s4 «42 * * Mi 


= jf MODELL 27% 
Hodell Halter Chains are strong and light, EG Serves the Best/ 


available in either welded or weldless types, 
in most popular styles and lengths. Completely HODELL CHAIN COMPANY 


assembled, packed 6 or 12 to a carton accord- 
re “ oe packed 0 or to a carton accord Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 











— 
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Peattetts FASTENERS 7 A HODELL CHAINS g CHESTER HOISTS 1) 
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STONE PRODUCTS POWER PLANT aves 6000S 


“TODAY. 
Were alll tn the steel business / 


oth ie cal GU ae) 7S Sa 2 


(gn Re ese c= ER, tik aD, 


TANNERY LauNoRY 








FOR EACH OF US TO GET MORE STEEL...AND PRODUCTS MADE OF STEEL... 
WE'VE GOT TO PROVIDE MORE SCRAP TO MAKE THE STEEL. 


Half the melting stock used in the 
steel mill or iron foundry consists of 
iron and steel scrap. In normal times, 
enough scrap is produced by the mills, 
foundries, railroads, fabricators and 
scrap dealers to fill the need. 

But now the mills have stepped up 
capacity to meet the greatly increased 
militery and civilian demands for steel. 
And that increased capacity has out- 
stepped the supply of scrap. 

That is why we are calling on plants 
in both metal-working and NON. 
METAL-WORKING industries to pro- 
vide the needed scrap NOW. 


You have the heavy scrap 
needed to make more steel 
Enough obsolete machinery, equip- 


ment and parts are being carried as 
useless inventory to give a big push to 


the production of steel. Surveys have 
proved this. 

The trick is to get that old steel into 
the hands of the steel producers. 

We're putting that job up to you. 

To help maintain steel pe sae 
provide more steel for the equipment 
you want... turn in your idle iron 
and steel to your local scrap dealer. 


What you can do to help 
maintain steel production 


Apes one top official in your plant 
> take full responsibility for surveying 
- plant and getting out the scrap. 


Consult with your local Scrap Mo- 
bilisation Committee about its program 
to help out in the scrap crisis. For 
chairman's name, check with your 
Chamber of Commerce, or the nearest 


Thies advertisement is a contribution, in the national interest, by 


SOUTHERN HARDWARE 


office of the National Production Au- 
thority, Department of Commerce 


3. Call in your local scrap dealer to 
help you work out a practical scrapping 
program. Non-ferrous scrap is needed 
too. 


4. Write for free booklet, “Top Man- 
agement: Your Program For Emer- 
gency Scrap Recovery”, addressing Ad- 
vertising Council, 25 W. 45 St., 
York 19, N. Y. 
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KEEP THEM NEAR THE CASH REGISTER 
FOR EXTRA PROFITS 
be sure they’re Lavelle for increased customer satisfaction 


It's plus business for you when you keep your plumbing 
rubber products near the cash register! Your customers 
are reminded of their needs — when they see ‘em! 


It's plus business for you to sell Lavelle quaiity 
Quality that brings back satisfied customers 
and brings greater sales for you 







OUR 40" vear 


IN SERVING YOU 


Tonk Bolls ©@ Faucet Washers @ Force Cups © Hose Washers © Bosin Stoppers © Repoir Assortments 















































Nos. 9% & 97 No. 36 Lucky Strike Security WHITE SOLID Ne. 5! 
rn FORCE CUPS FAUCET WASHER ASSORTMENT BASIN STOPPERS GARDEN HOSE WASHERS 
Top-quolity, heavy-duty, red Force Tests prove thot this colorful ossort Just open the hondy telescope boa«— Sell ‘em “8 to the clip” for foster 
Cups. Reinforcing ribs offer more ment creates double soles! 36 indi ond there's your self-selling cisploy turnover, bigger profits! 48 clips to 
stobility. Will not collopse! Power- vidual packoges per unit—8 bevelled 


12 stoppers to eoch corton. Solid eoch corton — 8 top quality woshers 
ful suction, Sizes, 96-52" ond faucet washers in oll populor sizes bose section for long, non-swelling to eoch clip. Don't be without ‘em 
2 97-44". with necessory bross screws in eoch = usoge! 


package. 


LAVELLE RUBBER COMPANY + 426 NORTH WOOD STREET, CHICAGO, ILLINOIS 
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AS AN ORBITAL 
SANDER with 
Ne. 980 Attechment 






AS A DISC SANDER 
AND POLISHER 


Millers Falls 


No. 966 
le 


Polisher 





AS A\,” Dams 
with No. 9665 
Jacobs Key Chuck 








AS A BENCH UNIT 
with No. 9668 Stand 





$3750% 
complete with . 
6 rubber pad ont» 


6 lamb's woo! bonne 
three 6 sanding discs 


You’ll SELL MORE 
because it DOES MORE | 


Here’s the most versatile tool of its kind ever developed. No £ 
other has so many uses. No other offers you so much to sell. <= 
Cabinetmakers, Patternmakers, Hobbyists, Home Owners, < Ww: 
Carpenters, Farmers, Service and Repair Men of all kinds, & 7) a 
Auto Paint and Body Shops — they’re all top prospects = =| 
Write for full details on this remarkable new No. 966. It's eee 
! 4 K Lt 








powerful, quality-built and competitively priced without 


This wide line of accessories and supplies 
makes the new No. 966 the most versatile 
power tool you can sell 





question the most salable tool you can offer in its field 


Greenfield, Massachusetts 


Millers Falls Company - 


MILLERS FALLS 









No. 980 Orbital Sendi Ne. 23093 4” x 14” 
< A Attechmont “4 315.50 G Grinding Wheel . $1.00 
Ne. 9665 '4" Jacobs Ne. 9667 6” Lamb’ 
raats B Chuck with Key ao 8 Bw lls 
SINCE yt eT ee ee 
® Wire Brush 1.10 
1868 D Ne. 9669 6” Stitched Ne. 9634 2%” C 
Buffing Wheel (20 ply) .90 J ol wl td vp 22s 
E Neo. 9666 Six 6” Aluminum 
Whe Ne Jf. / Guide Sanding Discs K a, Sore Power Avte 
a) ae) > 7. ¥ : , Ty (3 grits) 
¢ ute we of Viupertouly F Ne. 2115 14" Wheel L Ne 9671 Paint Stirrer .50 
” Arbor 
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the only Ball-Bearing 
door knob lock in the world! 








leverage.. 
manipulation! 


5-Year Guarantee! 


e You Go To Lunch... 


BOUT 
HEATERS! 


Time —11:55 a.m.— and if your favorite lunchroom 
is anything like ours, in about five minutes it will 
be a madhouse—— everyone in town trying to eat 
at the some time. To beat the rush, and get good 
service, you've got to order early. 


This year, the same rule applies when it comes to 
stocking Hearth-Glo Gas Room Heaters. Shortages, 
restrictions, and vital government work are cutting 
into our production. On top of that, the rugged 
construction, smoother performance, and moderate 
prices of Hearth-Glo Heaters are making them more 
popular than ever before. 


Chances are, we won't be able to handle the flood 
of Hearth-Glo orders that will come in later in the 
season. But, we don't want anyone to “go hungry,” 
so our suggestion is that you order early and avoid 
disappointment. 


not trying to “scare” you—but these ore 


The Learlh Re Circulator 


For areas 
where vented heaters 
are required. 





JACKES-EVANS MFG. CO. - St. Louis 15, Missouri 


Makers of the famous “ST. LOUIS BLUE" Tempered Steel STOVE PIPE 
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Ashram olemetelittilcie Me dilimelaelislel a am ce) tii owe dis maleliiealeli ng 
idvertised Flatlux can give your sales and profits a big 
healthy hot-in-the-arm Made with | for long-lastir g 
oLtelULA Meme lile Me (cl slolslelelsl cM ol-iaielgiile|: a-Mai a lel lit) Mt MITE 
Ach iile loli Mmciohiib ame] *)olil-teMeli-lm@mcaelii mellem ae! ipape ike 
alee olalacte Male: LM ie] coielehaellielel. f the wide-spread 
rdelatitiiilsi ane elailelile Milan li) top-f Tela made-with-oi! wall 


TlslMkelile MRT olelilieliiM lah Ma lel lite n your shelves now 


A word from yo TsmleL CML Me Aeltimioliclel-timelel lm aclel: 





The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit edventages. 
NAME 
ADDRESS 


city 





a 


RIFFIN Stace ite 
MANUFACTURING COMPANY | 
ERIE «© PENNSYLVANIA 


REPRESENTATIVES 


WILBUR H. DAVIS CHARLES L. LEWIS ®. f. SEVERS 4. C. GLOVER 
1639 W. fergo Avenve 1355 Morket Street 4524 East 60th Street 2611 Gerrison Bivd 
Chicege 26, Iilinois Sen Francisco 3, Calif Seottie, Washington Boltimore 16, Maryland 





GEORGE A. GREGG WALTER S. JOHNSON & SONS t. G. FULLER, @ ROY L. ROGERS 
17134.6 Wyoming Avenve 917 St. Chories Avenve 644 Wellington Rood 1620 Gerfleid Street 
Detroit 21, Michigen Atiente, Georgio Jackson 6, Mississipp: Denver 6, Colorado 
THE B. S. ALDE® COMPANY AUSTIN & EDDY INC £.H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO 
45 Worren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Porkwoy 6954 Oleothe Avenue 
New York 7, N.Y Boston, Massachusetts Dolies 5, Texas Kansos City, Missouri St. Louis 9, Missouri 











Priced Te Sb! 
BOB'EM 2»24 


eek Mie SR ak, icmed 
FISH FLOATS STILL inte 
FIVE SIZES 
B1—1 Ys ” —20c, 82 —Oval — 25¢ 


B3—-1 4%" —30c, B4—1 %" —35e 
85 —2° —40c 








PUMPS and WATER SYSTEMS 


@ Competitively Priced 





@ Highest Efficiency 
@ New Exclusive Features 
DECATUR PUMP CO., 35 ELK ST., Decater 70, til. 


EE a I EI SES ES RO 
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li 
SEINE TWINES 
SEINE CORDS 


TROT LINES . 
STAGING 


| You can put your confidence in- 


«VILE 


Quality Twines and Cordages — siaryrs \ns* 


For example a ye 





JUMP ROPE 

mOP HEADS 

WRAPPING TWINES 

KITCHEN LINES 

EXPRESS TWINES 

CHALK LINES 

KITE CORDS 

PARCEL POST TWINES a 





Made from our top grade No. 6 
solid braided sash cord and is 
complete with a durable, natural 
finish wooden handle. This rope 
is braided and polished as to al- 


le eae Se 


low a maximum amount of flexi- 
bility and constructed so as to 


give the longest service possible. 





als 





—_ Yes, MIKE] has an extra margin of quality 
ORDERS OF $50.00 OR MORE, FREIGHT in Starter Rope. Each rope is 36” long 
PREPAID. Orders of less than $20.00 f. o. b. packed 12 to bundle. Price per dozen 
Mill, Lawndale, N. C. or Marietta, Minn. Orders $1.24. Shipping wt. 1 Ib. 1 oz. per doz 


of $20.00 to $50.00, freight allowed to $1.00 
per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular 


sone of delivery When you display the MTG tine- 


1 it Sells! 
: Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED IN 1873 } Mariette, Minnesota 
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Jacobsen provides its dealers 
with these potent sales tools: 


at - Sales clinics 
2 Service schools 


. Dominant national advertising 


to nin f r a Attractive counter displays 
7 0 +. Newspaper ad mats 
8 7 Radio announcements 
| -off in e Complete sales literature 
ss Point-of-sale identification 
The biggest and best line 
greater / in the business 
sales 


















DEMONSTRATION 
ASSISTANCE 


















Jacobsen dealers cash in on greatly 
Jacobsen increased profits by adding one 
nek sales tool — A BIG ONE — the one 
1) hp. Jocobsen engine that helps the other nine do a better 
selling job—DEMONSTRATIONS 

Yes, demonstrations make the 
difference between an average 
power mower turnover in a selling 
season and an outstandingly suc- 
cessful one. Alert Jacobsen dealers 
have proved it time and again 
Their sales records show that there 
just isn't any substitute for show- 
ing a customer on his lawn the 
wonderfully easy cutting job a 
Jacobsen reel-type or Worthington 
Rotary Disc gives him 

Jacobsen's program is a 
complete program — a proven 
money-making pro- 
gram. If you are 
interested in cashing 
in on bigger power 
mower profits — write 
us for details on our 
demonstration 
assistance 
program 




















MANUFACTURING COMPANY 


RACINE, WISCONSIN 
Worthington 


18 Rotary 
Dise Mower 
18-inch 

cutting width 
1% be 
Jocobsen engine 





Jacobsen provides the most complete line in the 
industry both for home and commercial use — 

7 reel-type models with cutting widths from 

18 to 30 inches; 7 rotary disc models with cutting 
widths from 18 to 62 inches. 
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The Plumb Ball Pein Hammer is engi- 
neered to strike with power and precision. 
Perfect balance, with weight scientifically cen- 
tered behind the pounding face, adds extra 
force to the swing, reduces fatigue. 
The cone shaped pein spreads 
rivets evenly without mashing them. 
The Plumb Ball Pein head is forged 
from special analysis steel. Each 
handle, made from second growth 
hickory, is tested for strength. 
With a Plumb Ball Pein jobs go 
faster and more accurately. 
Fayette R. Plumb, Inc., 
Philadelphia 37, Pa. 


The black head with the 
red handle — exclusively 
PLUMB 





HAMMERS 
HATCHETS 
AXES 
FILES 





“,.. free as a nation 


















and financially independent 


as individuals.” 


OLIVER P. ECHOLS 


Chairman of the Board, Northrop Aircraft, Inc. 





In addition to a deep, personal interest in his own com- 
pany’s Payroll Savings Plan, Mr. Echols is Chairman of 
the Aircraft Industry Committee to build employee par- 
ticipation in the Payroll Savings Plan. 


e When Mr 
airframe manufacturers and 1] major suppliers, em- 


o 


ploying 400,000 workers, had atotal of 80.000 employees 


Echols’ Committee was formed, 17 major 


enrolled in the Payroll Savings Plan 
At Mr. Echols’ request all 28 « ompanies agreed to con- 
duct person-to-person Canvasses among their employees. 


The first companies to complete their canvasses report 
a total of more than 70,000 new Payroll Savers bringing 
the industry total to more than 150,000 participants, 


In the first reports on campaigns, average payroll par- 
ticipation (companies reporting) went from 20°7 to 
32°,. Latest indications are that the average participa- 
tion — all 28 companies — will be well over 50° by the 
time the canvasses are completed 

It is estimated that the 70.000 new Payroll Savers 
already added to the Plan through the co-operation of 


Mr. Echols and his Committee will purchase more than 


partment thanks 


The U.S. Government does not pay 


for their patriotic donation 


SOUTHERN HARDWARE 





“For nearly every American, systematic saving during productive years is the 
best means of insuring future security. We at Northrop Aircraft believe in the 
Payroll Savings Plan. We feel that bond purchases contribute greatly toward 
keeping us free as a nation and financially independent as individuals.” 


15 million dollars worth of Series E Defense Bonds dur- 

ing the next twelve months. 

Has every employee of your company been offered an 
opportunity to enroll in the Payroll Savings Plan? If not, 
phone, wire or write to Savings Bond Division. 
U.S. Treasury Department, Suite 700, Washington Build 
ing, D. C. Your State Director will help you conduct a 


person-to-person canvass. 





Typical Companies Reporting Results of 


Person-to-Person Canvasses, Payroll Savings Plan. 


Before After 
Canvass Canvass 
Hughes Aircroft 38.7% 85.8% 


Continental Motors 10% 70% 


Boeing Aircraft 17.8% 55.1% 
Rohr Aircraft 1.3% 77.6% 
Solar Aircraft 1.8% 60.5% 
Bel! Aircraft 14% 50% 











for this advertising. The Treasury De 
the Advertising Council and 


ts 
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Please fake me 
Home|... 








.that’s what the 


ISPLAYING any of the three Plymouth rope mer- 
chandisers is like adding a special rope salesman 






to your staff . . . one that says quietly but effectively, 
“Here's that rope you need, come and get it!" 


These displays sell rope by the package, off the 
spool, or from the coil. They have accounted for in- 
creases of as much as 40% in rope sales. They have sold 
rope where rope was never sold before. One or more 
of these Plymouth merchandisers makes your store 
“headquarters for rope” in your neighborhood. 








Set up one of these rope pushers and 





keep a check on sales—you'll be 






pleasantly surprised. 







In addition to its three merchandisers, Plymo.th offers 
carten-pocked coil rope for use with the SalesMoker 
Available in half and full coils up to ¥4" diameter, and in 
half coils only in 7\«" and V2" diameters. 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 



























The SalesRak sells 
rope off the spool 


Complete with display and dis 
pensing rock os shown. Contains 
16 spools (6 x 4", 6 x %", 4 x 
Yo"). The 4" and %" sizes ore con 
nected in units of 3 x 100' spools 
The 4" size is connected in units 
of 2 x 100' spools. Rack holds 3 « 
Ye", 3 x %", and 2 « Ve" spools at 
one time. See your jobber for 











The HandyPak sells rope 
by the package 


Contains initial stock of 13 attrac- 
tively packaged individual coils in 
50' and 100' lengths. Replacement 
coils available. Prices from your 
jobber 









The SalesMaker sells 
rope from the coil 


Displays, measures and cuts 
rope in ony six sizes up to 
1" in diameter. Designed for 
retailers whose volume justi 
fies inventory in full or holf 
coils. Rope moy be fed from 
basement, overhead, sheives, 
or floor. Nearly 4,000 re 
tollers testify to increased 
rope soles of 25% to 100% 
with this unit. Cost $17.50 
net. (Counter model $12.50 
net.) 























THIS BIG NAME IN THE 
HOUSEHOLD METALWARES BUSINESS 





\ 
SCHLUETER MEO 


Means BIGGER Volume—BIGGER Profits—for YOU! 
= 





i including Galvanized Ware, Tinware, Colored Ware, Mop Pails, 
ans. De Luxe Household Metalware is in demand because of 


SCHLUETER MFG. €O. ¢ ST. LOUIS 7, MO. 
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The $Sinco Quality Line of DISTRIBUTED PRODUCTS 
IN HITS: MORE SALES 
IN RUNS: MORE PROFITS 


Leads the League— 


MAKE more sales hits, and knock in 


more profit runs, with the com- 
plete SSIRCO quality Line of Distributed 
PRODUCTS. There is a product for almost 
every building and repair need for the home, 
for the farm, and for industry. Each product 
is a quality product—nationally advertised . . . 
a well-known name. Each is easy to sell. Each 


is profitable to sell. The SSirco line increases 


your batting average in total volume of sales 


and in gross profit. 

Besides, you can make the SSirco Ware- 
house nearest you your stock room. Overnight 
Delivery or Drive-in Pickup from one of the 
sixteen SSirco Warehouses strategically lo- 
cated throughout the South will keep you 
supplied—without a large inventory invest- 


ment. That, too, means more profits for you. 


Write for Complete Details, Including Price List 


SOUTHERN STATES 
IRON ROOFING COMPANY 






































SUMMER 
SALES 





NEEDLE TYPE No. 4 Mason Line, choice 
Se Oe wee lS 











Tem nae ee 




















C? rr FRABILL A MEG.CO. eek 3, Wi 
Y| Safe! Tough! 
) | > aly 


{ 
4 CONCAVE 
DRAWER KNOBS GITS 
In all sizes with or No. 100" PLASTIC EYE 


Settee Unbreakable Plastic 


FLASHLIGHT 


THESE FEATURES MEAN SALES! 


ee 











USE these popular 


en 





NEWLY DESIGNED i i 
3 - items in the famous Safe—Non-conductive, light weight, stream- 
ESCUTCHEONS : 
AJAX line to step-up lined cose is safe for use with any electrical 
1 . work 
summer sales. Now, when Seecty~Siiensbalt> Ghent Chasis ene te 
homes and apartments are being greatest impact strength. 
: Weathe f—All plasti t isi 
re-decorated, you can increase your ested tate fighth. a 
sales volume by suggesting this beautifully Also—Nickel plated brass, lacquered, perfect 
. _ . porobolic reflectors give strong, prefocused 
sty led, decorative hardware. Packaged beam of light. “ON-OFF” and signaling 
for effective merchandising. Competitively switch always works. 
: : , Lust lors: Red, Black, Blue, |! 
priced for quick sales. And AJAX fully ae, ed, Gack, Glue, tery or 
guarantees every item in its line. Stock up now Order Now — from your jobber or mail coupon direct 
to step-up summer sales! Ask your jobber about GITS MOLDING CORP. 100 eos aa te Street 
other decorative items in the AJ AX line. 1 © Here is my order for doz. Gits No. 100 “Plastic Eye” | 
l Flashlights to retail @ $1.80 each 
} Also send me doz. No. 200 Gits Junior “Plastic Eye” l 
@ e », ! Flashlights to retail @ $1.60 each | 
Se) ) ) Ba ™ () =r 6) < (0) ! ) And ae doz. No. 122 ‘Super Right Angle’ Flashlights to | 
: it @ $2 h 
4 >» \ ! oO mo, your bolonced and well merchandised deol No. 33 in- | 
1 cluding 6—No. 122’s, 12—-No. 100s, 6—No. 200's, 6—No. 200K’s 
i (with belt clip) and 1 all-steel display. Total Reto:! Value $56.70. ! 
| All subject to my full dealer discount | ° 
| 7 
ADORE iesa. a 
l i 
j cy —e STATE a | 
AJAX HARDWARE MANUFACTURING CORP 1 ,e%— micginiamemnn TU | 
“ . s A . ? ‘ LL! Enclosed Check Money Order Chorge to our account l 
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Pat these Modern Tool Salesmetr’ 






















NEW STANLEY TOOL STATION 


Complete with stock of 247 
fast-selling Stanley Tools 
Dealer's Cost — $398 

Western Price Slightly Higher 


Here's a complete self-service 
tool department that pays for 
itself in the first turn of the 
stock .. . and continues to pay 
you in extra sales and profits. 
Think of it! A select yet com- 
plete stock of 247 most wanted 
Stanley Tools — displayed in 9 
square feet of floor space. 
Customers like its handy con- 
venience. Dealers like its flexible 
design. A spot for everything 
and each tool clearly priced and 
numbered — saves time, makes 
re-ordering easy. 


NEW ECONOMY TOOL TABLE 


Complete with stock of 335 
popular Defiance Tools 
Deoler's Cost — $2535 

Western Price Slightly Higher 


This colorful merchandiser for 
Defiance Tools fits on top of 
any standard island table — 
36” high, 22” wide and 57” 
long. Self-selling fixture arrives 
completely assembled with price 
cards numbered and priced. 

A compact unit that gives tools 
full display value, yet does 

not take up precious wall space. 


STANLEY 


Get the Details 


If you haven’t already had full information 
from your wholesaler, write to Stanley Tools, 
203 Elm Street, New Britain, Connecticut. 
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Merchanalising Lips: 
2A) G 


VER think how many of your fastest moving 

4 items are bought on impulse? Customers see 

them and they want them. Cyclone “Red Tag” 
Catch-All Baskets are a good example. 

Display several of these big, rugged baskets in 

a place where your customers can’t miss seeing 

them. It’s a good idea to mark the price plainly. 


They'll remind shoppers of their need for a safe, 


} convenient way to get rid of paper, leaves and 


? other rubbish. 


Cyclone Catch-All Baskets hold almost three 
) bushels of waste. The close mesh (1% in.), heavy, 
Pstrong wires—crimped, woven and then welded 
in 198 places—and the circular shape make this 
a basket that will last and last. The raised bottom 
permits ample draft for complete combustion. 
One glance tells a customer here's real value. 
The next few weeks will see demand for 
Cyclone Catch-All Baskets at one of their yearly 
peaks. If your stocks are not adequate to handle 


the demand, order from your jobber today. 


CYCLONE FENCE DEPT. AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS ° SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S’S CYCLONE 
“Red Taq” 
HARDWARE PRODUCTS 


“AROWa~agE CLOT 


Ben wee SCREENING 
We 
= . 


3 





for fast turnover give 
Cyclone “Red 109 Catch-All Baskets 
a prominent place in your store 





Tv 
CATCH-ALL BASKETS 


awn Fenct 
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My Duro Jet pump 

is really 
dependable! 
he ae ae 


\ j 
| j j 








: 
: 
4 
‘ 
Duro dealers have | 
learned to expect such . 
. i 
customer confidence. 
Every customer wants to buy dependable running 
water service and that is what you offer when you 
sell Duro Horizontal Jet Systems a 
With every Duro Water System 
you sell, you earn the lasting con- 
fidence of your customer . . . this : 


means repeat business 
The Duro Horizontal Jet Sys- 
tem is a dual service pump 
adaptable to deep or shal 
low well installation. It is 
compact , easy to install 
with ready access to 
pressure and suction lines. For over 35 years Duro has 


been building the right pumps for every requirement. 


Now is the time for 

fast profits with Duro high capacity 
portable Cellar Drainer ... 
Dependable, fast acting, low level pumping, 
’ Duro’s Cellar Drainer is built of non rusting, 
| non-corrosive materials 


==" Write for complete information. 


THE DURO CO. 


DAYTON 1, OHIO 


DURO BUILDS A COMPLETE LINE OF WATER SOFTENERS AND WATER SYSTEMS 
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CMP Allotments Raised: 
Supply Situation Easing 


INCREASED ALLOTMENTS of con- 
trolled materials for the third 
quarter, announced recently by the 
Defense Production Administra- 
tion, generally reflect a more 
healthy supply picture 

For the first time since the Con- 
trolled Materials Plan become ef- 
fective, it has been possible, DPA 
stated, to meet substantially 100 
percent of the materials require- 
ments of many small users. 

The raising of materials allot- 
ments is particularly good news 
to manufacturers of consumer 
goods. It is in this field that the 
sharpest materials cuts have been 
made, The DPA has increased a- 
luminum allocations 37 percent of 
the second quarter, copper prod- 
ucts by 19 percent, and steel by 
about 15 percent 

Defense program administrators, 
however, advise against over-op- 
timism. Said Defense Production 
Administrator Manly Fleischmann 

“The present easing in the sup- 
ply of materials provides a wel- 
come breathing spell, but we 
should keep in mind that it could 
be temporary. A slight tightening 
of demand could easily throw the 
balance the other way.” 

Meanwhile, Charles E. Wilson 
before his resignation as defense 
mobilization chief, cited improved 
industrial production, but also 
called for continuation of controls 

Likewise, Ellis Arnall, director 
of the Office of Price Stabilization, 
in his report to a Senate banking 
committee, urged the extension of 
the controls program due to expire 
June 30 

While defense program officials 
continue cautious in their estimates 
of the situation, there seems to be 
little chance that any serious short- 
ages of civilian goods will develop 
now 

In a recent analysis of business 
conditions, the Federal Reserve 
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Board reported that the defense 
program is well within the phys- 
ical capacity of the country and 
should permit a continued high 
level of production of goods and 
service for non-defense purposes 


° 


New Warranty Priees 
Need OPS Approval . 


BECAUSE SOME manufacturers 
are unintentionally violating ceil- 
ing price regulations by offering 
five-year warranties at new prices, 
without first applying to OPS for 
approval of increased ceiling 
prices, OPS has recently issued a 
statement emphasizing that au- 
thorization must be obtained from 
OPS before manufacturers can in- 
crease their ceiling prices by of- 
fering longer term warranties in 
place of, or in addition to, custom- 
ary one-year warranties. 

Some of the violations have oc- 
curred among manufacturers of 
air conditioning and refrigeration 
equipment 


OPS explained that the sale of 
a new warranty does not differ 
from the sale of any other new 
commodity or service. This is true 
even though the new warranty dif- 
fers from previously offered 
warranties only as to scope of 
coverage or extension time 


. 


Less Bookkeeping fer 
Dealers Under CPR 7. 


RETAILERS WILL find some of the 
bookkeeping required in connec- 
tion with price ceilings to have 
been reduced as a result of the 
Amendment 15 to Ceiling Price 
Regulation 7, issued recently by 
the OPS. 

The new amendment eliminates 
those provisions of Section 53 
which require retailers to prepare 
current records of initial percent- 
age markups or current records of 
gross margins and to make reg- 
ular reports of increases to the 
OPS. 

Experience in the administration 
of CPR 7 has shown that the val- 
ue to OPS of the information sup- 
plied by these reports is not great 
enough to justify the difficulties 
encountered by retailers in pre- 

(Continued on page 64) 


Relief from Replacement Price Squeeze 


RELIEF FROM replacement price 
squeezes was provided recently by 
the OPS for wholesalers and re- 
tailers affected by specified sup- 
pliers’ ceiling increases. The OPS 
action is in the form of an amend- 
ment, No. 8, to General Ceiling 


Price Regulation, Supplementary 
Regulation 29 
The effect of this amendment 


is to permit retailers and whole- 
salers to pass on any increases in 
the suppliers’ prices which result- 
ed from Capehart price boosts 
granted by OPS to a manufactur- 
er 

Under the Capehart amendment 
to price controls, manufacturers 


can seek adjusted ceiling prices 
for increased labor, material, and 
some overhead costs up to July 26, 
1951. The regulations implement- 
ing the so-called Capehart amend- 
ment to the Defense Production 
Act of 1950 are: Genera] Overrid- 
ing Regulations 20 and 21; Sup- 
plementary Regulations 2, 17, and 
18 to Ceiling Price Regulations 22; 
and the hardship adjustment reg- 
ulation, GOR 10 

OPS directs attention to fhe fact 
that the newly issued amendment 
requires retailers and wholesalers 
to decrease their ceilings when 
their suppliers’ ceilings are low- 
ered 
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NG COSTS: 


Thousands of actual, in-store tests make pos- 
sible the P & C all-inclusive profit guarantee. 
Sales, turnover, and profits all zoom when a 
P & C Self Selling Merchandiser goes to work 
for you. Customers like the handy conven- 
ience of the attractive, eye-level, easy-to-get- 
at racks. You will go for the added impulse 
sales and the fast way these customer builders 
sell and sell. Your store clerks will find stock 
keeping easier and you'll have fewer outages 
because of the shadow and price markings. 
A P&C Self Selling Merchandiser will put 
you in the hand tool business with a proven 
profit plan that really works. 


Your P&C distributor salesman will help 
you analyze your mechanics’ hand tool busi- 
: ness and determine just which of the P&C 
Self Selling Merchandisers will be most pro- 
fitable in your store. Write today for the 
name of your nearest P & C distributor. You'll 


(hi rf i 

> ae ’ , ' be glad you did. 

’ / 
bd il avin 1 
|! | Th This Se/lf-Selling Merchandiser holds 150 of the 
e most-wanted — fastest selling P & C Guaranteed 

P&C tools. Annual profits of $400, $500 and even $600 
-401G 42m on an initial investment of but $229.59 are not 
unusual. It's a complete tool department that 
150 takes but 32 inches of counter space 





As many as 6 turnovers per year 

Th are reported for the Thrifty-50 

e Self Selling Merchandiser. That 

ae Be means a whopping big — ~ 

fit per year on an intial tool in- 

THRIFTY - vestment of but $76.50. it's the 

50 tool - selling sensation of the 

year because it's designed right 

and because it holds the heart 

of the P&C proven 
tool line. 


P&C HAND FORGED 
TOOL COMPANY 


BOX 5926-8 
PORTLAND 22, OREGON 
CABLE ADDRESS: PANDCTOOL 


BOX 5926-G 
PORTLAND 22, OREGON 
CABLE ADDRESS: PANDCTOOL 
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Business Activity Stable: 
Retail Trade in Up - Trend 


IN THE EARLY spring months, 
thus far, business activity has 
stabilized on a fairly high level 
with some indications of a slight 
upward trend 

Industrial production in Feb 
ruary was slightly yeal 
ago and in this period the numbe: 
of persons employed exceeded 61 
million while personal income re 
mained high, though registering a 
marked decline in February, from 
267.7 to 257.1 billion dollars a 
year 

Meanwhile, retail trade has been 
moving up gradually with sales in 
January and February running 
two to three percent above the 
average for the fourth quarter. In- 
ventories at all levels of trade are 
Factory and 
wholesale inventories in February 
showed the first decline since mid 
1950 in physical volume. While re 
tail inventories increased from 
January to February, dollar 
was down almost a billion dollar 
from a year ago 

Commodity prices have slipped 
downward from early January to 
the latter part of March. Wholesale 
prices have lost nearly a fourth of 
the gain made after January 1, 
1950, while farm prices have lost 
about a third of their gain in this 
period 

Many observers believe that con 
sumers are again in a position to 
push trade into a marked upward 
trend. With Christmas bills again 
behind them and with taxes paid 
two factors slowing down retail 
trade are eliminated. With employ 
ment and personal income on a 
high level, consumer buying power 
is growing again and with a bit 
more spending, business activity in 
the summer months could be vigor 
ous 

However, this has not as vet 
taken place and no big changes foi 
the months ahead are predicted 


above a 


less burdensome now 


value 
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Defense spending, to increase, 
gradually, still underwrites, in 
large measure, the nation’s econ- 
omy 


° 


Farm Prices Received 
Remain Steady .. 


PRICES RECEIVED by farmers 
showed little change during March 
In mid-month the Parity Ratio re- 
mained at 100 

The Index of Prices Received by 
Farmers at 288 percent of the 
1910-14 average in mid-March was 
one point less than in February 
and was 23 points less than in 
March 1951, but with that excep- 
tion was the highest of record for 
March, according to the Bureau 
of Agricultural Economics. The in- 
dex, however, was at the lowest 
1950. De- 


point since December 
clines during the past month in 
prices received by farmers for 


dairy products, meat animals, and 
many other products slightly more 


et et NG 


than offset higher prices for truck 
crops, fruit and food gains 


* 


Farm Income Continues 
on High Level ...... 


FARMERS RECEIVED around 2 bil- 
lion dollars from marketings in 
March, about the same as in 
February and March 1951, accord- 
ing to the Department of Agricul- 
ture. Prices of farm products 
averaged nearly the same as in 
February but 7 percent below a 
year ago. 

Total cash receipts in the first 
three months of 1952 were 6.7 bil- 
lion dollars, 4 percent above the 
corresponding period last year in 
spite of an average decline of 5 
percent in prices 


* 


Drop in Consumer 
Installment Debt . 


CONSUMER INSTALLMENT debt 
declined almost 200 million dollars 
during January to 13.3 billion 
slightly above the level of January 
1951. Automobile and other 
credit, the major components, de 

(Continued on page 67) 


sale 








change 2 mos. change Stock-Sales 
in sales 1952 in inventories Ratio 
Geographic Feb. 1952 from Feb. 1952 
Division from 2 mos. from 
Feb Jan Feb Jan.| Feb. Feb. Jan. 
1951 1952 1951 1951 1952] 52 "51 = "52 
-U. S. Total 
Sales — 8 0 —12 + 3 0 177 | 158 176 
| | 
Hardware | 
South | 
Atlantic 15 — 8 —18 +11 + 14 277 | 211 | 254 
East South | | 
Central 9 — 7 —16 8 — 1 259 221 245 
West South | 
Central —15 0 —2% 8 + 4] 280 | 226 | 272 
| 























Wholesale Hardware Sales and Inventories 


From U. S. Dept. of Commerce Monthly Report) 
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ota ater America’s No. 1 Gym Sets 
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Wustrated is the “Flite-Master Super Deluxe”, the only complete play unit of its 
> kind on the market. Flite-Master comes in many models with various combine- 

tions of play activities. Ask your wholesalers about Flite-Master, America's 
No. 1 Gym. 
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Flite Taster 


Unit J 


Alt 
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The Sandbox comes in two sizes 


and is constructed of selected woods, 


and has a bottom of ARMCO PAINTGRIP The longest, sturdiest and the only all welded 
steel. It is finished in bright yellow and steel slide on the market; features a slide bed 
green out-door enamel, with a vari- of ARMCO ZINCGRIP, framework and ladder of 
colored awning top. All bolts and screws heavy steel. Available in 3 sizes—8 ft., 10 ft., and 
ore zinc plated. 1342 ft. lengths. 


Sold through Wholesalers Exclusively © Write for Free Colorful Catalogue 


tee Cee |) Bee eee Bae fy PRODUCTS COMPANY 





424 € FERRE STREEA CINCINNATI 2 OHIO 
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National Screw Names 
Greenshields Director 


DonN D. GREENSHIELDS, vice 
president since 1949 of the Nation- 
al Screw & Mfg. Co., Cleveland 
Ohio, has been elected a director 
of the company, whose affiliates 
include National Screw & Mfg. Co 
of Cal. in Los Angeles, Hodell 
Chain Co. division in Cleveland 
and The Chester Hoist division in 
Lisbon, Ohio 





Donn D. Greenshields 


Mr. Greenshields has served in 
both sales and production capaci- 
ties with National since 1934, and 
prior to becoming vice president 
was works manager of National's 
Cleveland plants 


* 


Atlas Officers Surprise 
Johnston on Anniversary 


OFFICERS OF THE Atlas Asbestos 
Co., North Wales, Penn., held a 
surprise testimonial dinner in 
March for J. Carroll Johnston 
president of the firm, on the o 
casion of the 30th Anniversary of 
his founding of the company. Ap 
proximately 110 
present, including 75 executives 
and employees of the firm, bu 
ness associates, customers, sup 
pliers and sales representatives 

Following dinner, guests were 
introduced by W. H. Johnston, vice 


persons were 


30 





J. Carroll Johnston 


president and general manager 
William Wurster, who has been 
with the company since 1924, read 
a brief history of the organization, 
and W. H. Johnston presented his 
father with a scrapbook contain- 
ing a history, old photographs, 
autographs, etc. Frank W. Boorse, 
plant superintendent, presented 
Mr. Johnston with a handmade 
gold and silver watch charm bear- 
ing Mr. Johnston’s family crest 
mounted with a diamond, and 
suitably inscribed as a gift from 
the employees 


e 
Reo Appoints Bradley 
Seuthern Manager... . 


CHARLES V. BRADLEY has been 
appointed southern regional man- 





Charles V. Bradley 





ager for the Lawn Mower Division 
of Reo Motors, Inc., Lansing, Mich 
He was formerly general manager 
of R. E. Bradley & Sons, manufac 
turers’ representatives, Bellerose 
~~ = 

Since he has nine states in his 
territory and his hobby is flying 
Mr. Bradley is covering the large 
area in his own plane. States he 
covers are: Alabama, Arkansas, 
Georgia, Florida, Lovisiana, North 
and South Carolina, Mississippi 
and Tennessee 


5 


MeKay Names Willingham 
Southeast Representative . 


THE CHAIN DrvIsIon of the Mc- 
Kay Co., Pittsburgh, Pa., announces 
the appointment of A. J. Willing- 
ham, Jr. as district sales represent- 
ative serving the Southeastern 
states. He will work with W. H. 
Reid, district sales manager 





A. J. Willingham, Jr. 


From headquarters in Birming- 
ham, Ala., Mr. Willingham will 
handle the sales of McKay com- 
mercial, hardware, farm and auto- 
motive chains in Alabama, Geor- 
gia, South Carolina, Florida, Mis- 
sissippi and Tennessee 

Prior to his present appoint- 
ment with The McKay Co., Mr 
Willingham was associated with 
the U. S. Pipe and Foundry Co 
and Moore-Handley Hardware Co 


SOUTHERN HARDWARE for MAY, 1952 


























<> PROMOTION KIT 


$5.00 Actual Value! 


1 Father's Day Window Poster 
h (8 x36") 
2 Father's Day Special Streamers 
(4°°x18") 
1 Large, full color “Fishing Head- 


quarters'’ Display Centerpiece 
(14"°x13”) 

1 Small ‘Fishing Headquarters” 
Display Card 
““How-to-do-it' display suggestions 
showing actual photo of window 
display and diagram for quick, 
effective installation. 








You'll Need These 
Numbers for Your H-I 
Fathers’ Day Promotion 


‘ ORDER NOW 


HORROCKS IBBOTSON CO. 


On Utica New York |», 
dhe 








Cc 
sg As 
+ Masutacturers ‘of the Largest Line 








CT = 








Extra tackle sales when you join 
the big FREE <<}> 


Father’s Day Promotion 


Here's your opportunity to take advantage of a great 
national promotion .. . 
tomers build extra sales and profits. This is all you 
have to do.. ° 





your chance to get new cus- 


1. Make sure you have the 12 nationally adver- 
tised H-] Father's Day specials in stock 
(Note list) 


N 


See your H-I man, or send us your order di- 
rect, for these hot, profit-proven sellers. 


3. Schedule a Father's Day promotion for your 
store to begin on May 26th and run through 
June 15th. H-I's big, free promotion kit will 
help you do it 


That's all... But don’t delay. There's little time left 
Let us have your order today for your free promotional 
material and Father's Day specials. Don't disappoint 
your Father's Day customers . . . don’t miss out on 
sales. Kemember, you can’t sell what you don't have. 








H- am 
Catalog Retail* 
No. Item Price 
1211 Big Bear Tubular Glass Fly Rod 18.00 
2205'~4 Glasslake Tubular Gless Casting Rod 11.00 
2505 Higlass Solid Glass Casting Rod 10.00 
1226 Golden Rod Tubular Glass Spinning Rod 20.00 
2516 Solid Glass Spinning Rod 12.00 
7 Utica Automatic Fly Reel 8.50 
1880 Green Dragon Casting & Trolling Ree! 6 66 
HDH Dry Flite Tapered Nylon Fly Line 7 66 
993-E Dry Flite Level Nylon Fly Line 2.56 


12 Ib. Test Old Hi's Favorite Casting & Trolling Line 2.80 
100 yards —two 50 yerd spools per put-up 

15 Ib. Test Old Hi's Favorite Casting & Trolling Line 3.20 
100 yards —two 50 yerd spools per put-wo 

20 Ib. Test Old Hi's Favorite Casting & Trolling Line 3.60 
100 yards —two 50 verd spools per put-ep 


H-1 Father's Day Display Kit, 8 Pieces No Charge 








IMPORTANT* EXTRA DISCOUNTS ON ABOVE FATHER’S DAY SPECIALS 














RTT TT 
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INDUSTRY NEWS 


Stanley Announces Changes 
In Field Sales Foree ..... 


STANLEY E.Lectric Tools, Divi- 
sion of The Stanley Works, New 
Britain, Conn., announces the fol- 
lowing changes in its sales force 
in the field 





Lyons 


Argo 


Darrel T. Argo will be sales 
representative in southern Tennes- 
see, Alabama and Mississippi 

Frank W. Lyons was named dis- 
trict sales manager of the southern 
territory extending from North 
Carolina to New Mexico. A Stanley 
electric tool salesman for 15 years, 
he now lives with his family in 
Atlanta, Ga., and will make his 
headquarters there 


. 


Klein Appoints Moore 
Seuathern Representative 


MATHIAS KLEIN & SONS, Chicago 
Ill.. manufacturer of electricians 
and equipment, 
the addition of Arnold L 
to its sales force 

Mr. Moore, with headquarters in 
Atlanta, Ga., will represent th: 
company in the South and Sout! 
west 


announce 
Me ore 


tools 


. 


General Steel Announces 
Executive Promotions . 


GENERAL STEEL WAREHOUSE Co 
Inc., 1830 No, Kostner Ave., Chi 
cago, Ill., has announced three ex 
ecutive personnel changes, effec- 
tive immediately 

G. J. Zimmerman becomes gen 
eral sales manager of the company 
and of all divisions. W. O. Buchan 
an has been named sales manager 
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of the company’s warehouse steel 
and brass sales; and J. Van Horne 
becomes sales manager of the 
firm's Gensco Too] Division, sell- 
ing imported Swedish saws and 
wood chisels, knives and builders’ 
hardware 

The firm's newly-formed Gensco 
Chemica] Division will be headed 
by Mr. Zimmerman at present, 
pending future announcement of 
a separate sales manager for the 
division, it was announced 


¢ 


Yale & Towne Announces 
Director Appointments. . 


WILLIAM H. MATHERS and Elmer 
F. Twyman have been elected new 
directors of The Yale & Towne 
Manufacturing Co., according to an 
announcement by Gilbert W. Chap- 
man, president 

Mr. Mathers is a member of the 
New York law firm of Milbank, 
Tweed, Hope & Hadley, which 
serves as general counsel for Yale 
& Towne 

Mr. Twyman is vice president in 
charge of the Philadelphia Division 
of Yale & Towne, where Yale 
hoists and industrial trucks are 
manufactured. Before being elec 
ted to this post in 1950, he served 
for 17 vears as general manager of 
Yale & Townes Automatic Trans 


(Continued from page 30) 


portation Division in Chicago, 
where the Automatic line of elec- 
tric industrial trucks are pro 
duced 


. 


New Stanley Reollorama 
Offers Wide Selection . 


The new Stanley Hardware Dis 
play Coach will soon be put into 
service to augment the missionary 
sales effort of the original Rollo 
rama, used during the last two 
years 

Staffed with factory-trained per- 
sonnel, the new mobile showroom 
will carry over 1500 hardware 
samples, mounted on 40 display 
panels. Items range from small 
friction cabinet catches to heavy 
garage door spring assemblies 
Eight door panels will display the 


entire line of butts and hinges 
manufactured by The Stanley 
Works, New Britain, Conn. Re 


lated hardware items are grouped 
for convenience 


Rollorama No. 242 will assist 
distributors by affording dealers 
the opportunity to view a wide 


cross section of the Stanley line 
Also, it will show the assortment 


of literature and selling aids avail 
able 

Completely air-conditioned, the 
page 70) 


(Continued on 





Shown above is the interior of the new display coach being used to dis- 
play products of The Stanley Works. 1500 ifems are displayed in coach 
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Brand-new! Sells on sight! The most 


stounding | 


money-maker you've ever seen— 
breaking all sales records, rolling up a 
fabulous profit story everywhere... 


J : 
WMfe/o18 amazing new 































Suction-action combines fertilizer, 





houses — 





Windows 
sporkie clean with holf-the work! 





porches 


insecticides, detergents, chemicals 


Pressure wosh your cor — bright 


with hose water. Your customers get 


ond clean with for less effort! 


Fertilize, de-weed your lown or 


better, faster results in their gardens, 


gorden in half the-time! 


ici hor ’ 
pcan fuse libetied need far less work 
trees ond shrubbery. No more 


imbi iol equipment! 
climbing or special equipm around the home. 





Powertul, self-selling 3-color set-up 
display carton... with one-doren individually 
packaged units... with each order 


solid brass, rustproof, 
fits any hose... iy 


Suggested retail 











Consult Your Jobber or Phone, Wire, Write — immediate Delivery 


MELNOR METAL PRODUCTS CO., Inc. 112 Lofayette Street, New York 13, N. ¥ 
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TOOLS 


Keep a representative 
selection of Klein 
Pliers in stock for your 
best customers—the 
men who know good 
tools. They just won't 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857." 


W rite for your -—- 
free copy of 

the Klein j 
Pocket Tool =z | 
Guide today! | 

Contains use i 

ful informa- u ? 


tron 


DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Stend- 
ord Electric Corp., 
New York. 





eas KLEINGS& 


MONT AVE 4 AGO t8 
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WHOLESALER NEWS 





Huey & Philp Promotes 
Akard and Philp 


AT A RECENT meeting of the 
board of directors of the Huey & 
Philp Hardware Co., Dallas, Texas, 
Arthur A. Akard and William H 
Philp were elected vice presidents 
Since the death of Lewis H. Mc- 
Mahan, former vice president and 
sales manager, Mr. Philp has been 
general sales manager 

Mr. Philp, who succeeded his 
father, John William Philp, to the 
board of directors, graduated from 
Virginia Military Institute in 1922 
and joined Huey & Philp in 1923 
He served in the army from 1934 to 
1946 and attained the rank of 
Colonel. Returning to Huey & 
Philp in 1946, he became director 
of personnel and warehouses, and 
in 1951 was made assistant sales 
manager 





Akard Philp 


Mr. Akard began his business 
career with Huey & Philp in 1905 
as a traveling salesman and has 
traveled, with headquarters in 
Weatherford, Texas, for 47 years 
He succeeded his father, Madison 
Decatur Akard, to the board of 
directors in 1943, and in 1948 he 
became a member of the executive 
committee 


. 


Baird Appoints Duke 
to Western Division . 


G. M. Barro & Co., 2502 Sterick 
Bldg., Memphis 3, Tenn., announc- 
es the addition of a new salesman, 
Robert M. Duke, to its western 
division. Mr. Duke will serve as as- 
sistant to Charles W. McKnight, 
the firm's western district man- 
ager 





Robert M. Duke 


Mr. Duke resides in Fort Worth, 
Texas and will travel out of Baird's 
Dallas office. From 1941 to 1943, 
he served in the U. S. Army Ord- 
nance Dept. After his release he 
was with Nash Hardware Co. un- 
til 1951 


o 


E. B. Caldwell to Represent 
Jackson Mfg. Ce. ...... 


THE JACKSON Mfg. Co., Harris- 
burg, Penn manufacturers of 
wheelbarrows, etc., has announced 
that Eugene B. Caldwell, manu- 
facturers’ representative, will rep- 
resent the company in the south- 
eastern states 

Mr. Caldwell’s headquarters are 
at Greensboro, N. C., P. O. Box 
3151 

(Continued on page 73) 





Eugene B. Caldwell 
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FIRE HARDENED HANDLES 


last longer -Feel Better -Sell Faster 






yy Yj.) EF: Hardened Handles on True Temper 
¢ 7 My) Tools last longer because a high temper- 


“ 


ature flame seals the grain and hardens it— 
ee f 
- - rc — j 
ERE water cannot enter the seared surface—snow 
> - ; ’ 
ee and ice will not stick to it—termites and other i 
Wes i 


wood-destroying insects will not touch it. 


Fire hardening produces the best-to-use 
finish because it equals the hand-rubbed 





“spit” finish produced by the friction of cal- 
loused hands. The beautiful brown color of 
True Temper Fire Hardened Handles is more 
than skin deep because it's burned in and 
polished—no paint or stains are used. 


There is no other type of finish on tool 
handles that even remotely approaches the 


practical value, utility and beauty of True 
RUE EMA PE Temper's Fire Hardened Finish. True Temper 
Corporation, Cleveland 15, Ohio. 


FIRE HARDENED HANDLES SUPPLIED ON HAMMERS - AXES - SHOVELS - STEEL GOODS 
HATCHETS - SHEARS - HEAVY GOODS 
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Southeast’s Largest Electric Furnace 
To Increase Our Steel Output by 50% 


To meet the growing demands of national defense and civilian 
needs for more steel, we are proud to announce the addition of 


DIXIE’S LARGEST 
ELECTRIC FURNACE 


the Southeast’s largest electric furnace to our steel-making 


facilities. 


@ Uses as much electricity a day as rhis new, 60-ton giant will increase our output of steel ingots 
a city of 10,000 population en, . : 
by 50°), resulting in a corresponding increase in the production 
@ Makes a heat of steel in about 4 . “ * 
hours, compared to 8 heures or of steel products bearing the name “D1xtsTEeL. 
more for an open hearth furnace This one new, ultra-modern furnace will produce half as much 
@ Can be fully charged in less than steel as our present three 75-ton open hearth furnaces, which 
10 minutes, or 7 times as rapidly " 951 
as an open hearth furnace of the produc ed over 200,000 tons of steel ingots in 1951. 
same capacity Now more than 300,000 tons of Dixtsteen will annually find its 
@ Requires no pig iron for produ way into the hands of our customers throughout Dixie, many of 
ing low-carbon steel uses serap . F ? 
whom we have served for more than a half-century. 


alone without impairing qu ality 


@ Is equipped to produce high 
strength alloy 





carbon, special 
steels, including stainless 





Atlantic Steel Company 





DIRS EEL 


ATLANTA, GEORGIA + EMERSON 3441 
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HARDWARE 


merchandising ideas that pay off 


“oo S NO short, secret for- 
mula that will sell paint in 
all places,” says D. D. Freeman 
head of the D. D. Freeman Hard- 
ware Co. of Hialeah, Florida, a 
rapidly growing Miami suburb 
“It's a matter, first, last and all the 
time, of giving service: and of 
adapting that service and your 
knowledge to the customer's need 
Every area and product has its ow: 
service and merchandising prob- 
lems, and nothing but a broad 
knowledge of paint, hardware 
people, and of business methods 
will solve them all. And then, they 
never stay solved: for new prob- 
lems are always popping up that 
require study, investment, hard 
work and personal 
Mr. Freeman's broad policies of 
planned merchandising, consistent 


upervision 


and honest service, attention to de 
tails and complete record-keeping 
have paid off with a steadily-in- 
creasing volume in paint sales 
making him one of the largest 
paint products outlets in the Mi- 
ami area. The Hialeah suburb, with 
20,000 population, is a_ city of 
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By Hal Newsome 


} 


and largely small homes nee 1925 he said and we 
with a prosperous and the first paint and hardware 
light industry to boost in town. To increase volume 
payrolls and maintain healthy re- ate store traffic and rake asr 
new friends as possible, we 


combined our paint and |! 


been in business here ago 


—— & 


ee ad 


©. A. Malcolm, paint depart- 
ment manager, discusses with 
Mr. Freeman methods of ed 
ucating customers in the use of 
paint sprayers. Left, store uses 
TV as an advertising medium. 
Freeman, here, confers with 
son, Don, who is in charge of 
television programs 





were 
store 
cre 
nanny 
long 
lard 



























ware busine with a popular va- 
riety so-called “‘five-and-dime 
tore operation Paint appeals 
to a much larger potential cu 
tomer list when it is sold in a store 


that offers a wide selection of mer 
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Women are steady customers in the paint department. Freeman says, 

“they have a hand in two-thirds of the paint purchases. They are es- 

pecially interested in color combinations and we make full use of charts 
to stimulate their interest and to help them get best results.” 


chandise; and we rely on our 20,- 
000 odd items in our lines to draw 
more buyers into the store. The 
first step in boosting volume is 
getting people inside your doors, 
where they can see the paint dis- 
plays and store away that impres- 
sion for future reference 

“Perhaps in other towns, paint 
merchandising can best be com- 
bined with electric appliances, 
sporting goods, (we handle both 
these lines), or general hardware, 
including dishes, kitchenware, 
household goods, or grain and feed 
and implement lines. The idea is 
to figure out what common items 
are in demand in a locality and 
not already over-supplied, the 
goods that local people may be 
buying from larger markets 

“Whatever you carry, however, 
to broaden your merchandising 
plan, must be good solid items that 
not only will pay their own way 
in profits, but which will fill a real 
need and give lasting satisfaction 
A few gimcracks or souvenir-type 
items will give your paint business 
no real solid backing. Instead, 
your auxiliary line must be given 
the same study and efficient serv- 
ice used to build up your paint 
business. In all four of our depart- 
ments we have individual man- 
agers who are specialists and each 
line is up-to-date and stands solid- 
ly on its own feet. None is per- 
mitted to be an ‘also-ran’ or to 
pull down the high service stand- 
ards of the store 

“Perhaps one reason that we 
have handled paint profitably is 
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because I am keenly interested in 
it. As early as 1930 we had a 
branch store in downtown Miami 
where we specialized exclusively 
in paint. Though the depression 
caused us to close this branch, it 
taught me enough about the spe- 
cific paint problems of this sub- 
tropical area, with its heavy salt 
air and long hours and months of 
intense sunlight, to give me a head 
start in promoting paint as a spe- 
cialty in our home store. There 
our paint sales now somewhat sur- 
pass in volume the gross of our 
other strictly hardware items 

“Much of our paint success is 
due to a flexible policy of never 
offering a snap-judgment solution 
to any individual problem. Instead, 
we consider carefully the long- 
term good of the customer and of 
the store 


Location Important 


“As in merchandising other 
lines, location is very important 
in profitably promoting paint. We 
are fortunate in having a good- 
sized store space on a main street, 
handy to a residential district. We 
carry broad lines of standard, na- 
tionally-advertised paint and al- 
lied products. We believe in set- 
ting up our scale of prices, display 
and service equal to a big-city 
store in every way. And we try 
to keep our name and the name of 
our products before the public 

“Knowledge of the product it- 
self is important, and we try to 
learn — and have our salesmen 


learn — all there is to know about 
applying our types of paint under 
our climatic conditions. Also, it is 
important that the customer really 
know how to apply the paint and 
that the right kind and size of 
brush is used. 

“A friendly atmosphere is im- 
portant; but in a town the size of 
ours it is an absolute essential 
We like to call everyone we know 
by name and to get accquainted 
with new prospects as soon as pos- 
sible. All our sales personnel wear 
three-inch badges on their lapels 
or dresses, clearly showing their 
first names 

“While we cannot always bluntly 
ask what the prospect wants the 
paint for, we do tactfully lead the 
conversation around until we are 
sure he is not heading for trouble 
Make no mistake about it: even if 
customers ask for the wrong prod- 
uct by name themselves, not con- 
sulting your experience at all, they 
will still be human enough to 
blame you, consciously on uncon- 
sciously, if the paint job is a fail- 
ure or falls below their expecta- 
tions. At the risk of straining the 
point, we make sure that they use 
the right paint and know the right 
method of using it 

“We learn all we can from fac- 
tory and wholesaler representa- 
tives, from demonstrators and lo- 
cal painting contractors about bet- 
ter ways of applying paint. This in- 
formation is passed along to the 
customer 

“Some of the specialized prod- 
ucts that are profitable here are: 
special roofing paints that reflect 
light and reduce heat inside the 
house: and inexpensive but good 
quality, water paints for concrete 
surfaces so popular in South Flor- 
ida. 

“Special displays and bargain 
leaders are used in our two active 
painting seasons from May 
through July, and from September 
through November. One good pro- 
motion that has helped all our de- 
partments is a TV program, of 
two-minute spots five times a 
week, on the local station. My son, 
Don Jr., who studied business at 
the University of Florida and who 
is getting practical training in our 
store, is in charge of the TV pro- 
motion. We have both made per- 
sonal appearances on TV to get ac- 
quainted with new prospects. And 
people from other neighborhoods 
tell us the programs brought us 
to their attention for the first time 
by its friendly, personalized ap- 


(Continued On page 58) 
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Plumbing fixtures - - 


A Springtime Volume Item! 


T THE FIRST hint of Spring, the 
Beebe Hardware Co., Beebe, 
Arkansas, relies on plumbing fix- 
tures to draw customers into the 
store and keep them moving from 
the plumbing fixture display win- 
dow to the attractive display of re- 
pair parts in the rear of the store. 
Almost every rural resident who 
has been planning to instal] plumb- 
ing “next year”—as well as city 


home-owners who have been 
wanting to modernize get the 
urge when the weather starts to 


get warm 

“More water is needed in warm 
weather,” said Mrs. Ava Fields, 
who assists Owner A. B. Marsh in 
selling plumbing fixtures. “We 
start our plumbing fixture promo- 
tion by attracting attention to elec- 
tric pumps. That is the first on the 
purchase list of the rural home- 
owner who has not had plumbing 
in his home 

“If the farmer must modernize 
by degrees, his next purchase is 
a kitchen sink, then comes the 
septic tank and the bathroom.” 

Marsh likes outstanding displays 
in his store, yet, like many other 
hardware dealers, he has found 
that bulky plumbing supplies are 
exceedingly difficult to display ef- 


Well-planned displays of plumbing fix- 
tures attract customers having that an- 
nual yen to begin home remodernizatien 


fectively. He has solved this prob- 
lem by showing the smaller items 
in the window—commodes, lava- 
tories, and sinks that are to be set 
in cabinets. Bathtubs are stocked 
in the rear of the store, often un- 
crated. The customer makes his 
selection from the handsome bath- 
rooms shown in catalogs 

But display of plumbing fix- 
tures is far from neglected here 
An effective display cabinet for 
sink and bathtub fixtures and 
small repair parts is used as a 
permanent floor island near the 
center of the store 

This cabinet, designed by Mr 
Marsh and made under his direc- 
tion, has small front-panelled bins 
that pull out. Faucet sets, valves, 
and other small parts are stored 
in these, with a sample of what 
each bin contains shown on the 
outside of the panel, much in the 
same way that builders hardware 
is shown on panelled doors. Sink 
traps and other large repair parts 
in frequent demand are stored in 
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larger bins, behind doors. Again, 
on the doors, are displayed samples 
stored within 


Mrs. Fields said that the cabinet 
saves much time and sells more 
repair parts. The customer often 


waits on himself, making his selec- 
tion from the samples shown on 
the bin panels 

“We sell repair parts regularly, 
every month in the year,” Mrs 
Fields said. “The display cabinet 
helps me to wait on customers as 


skillfully as any of the men in 
the store.” 
On top of the cabinet, and on 


tables nearby, are shown a variety 
of related items needed in the 
bathroom, such as commode brush- 
es, bathtub mops, cleaners, cement 
for tubs, and many other small 
items that move fast when dis- 
played effectively 
“It's easy to sell 
items when they're out where 
people can see them. Having them 
displayed attractively even puts 
(Continued on page 60) 


those small 
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A S THE SOLID foundation for a re- 
tail “sales talk” on insect wire 
screening, it is urgently recom 
mended that Commercial Standard 
CS 138-49 be studied. Its full text 
will be given later in this 
This commercial standard 
originally devised and 
to by all manufacturers (weavers) 


series 
was 
subscribed 


of insect wire screening back in 
1947, and by more than 500 out 
tanding wholesale and_ retail 


hardware dealers, lumber dealers, 
building supply 
tom screen manufacturers all over 
the country. It was promulgated 
by the U. S. Bureau of Standards 
and has been accepted by all Fed 
eral Government agencies and de 


dealers and cus- 


partments. Its authenticity and 
reliability are incontestable 

From this document, it will be 
een that only 16x16, 18x14, and 
18x18 meshes can be called 
standard,” and then only in .011” 


galvanized and 
bronze, and 013” 
aluminum. No 
kinds of win- 
can be 
“standard 


diameter wire for 
commercial 
diameter wire for 
other 
dow 


claimed to be 


types, sizes or 


screening sold as, or 


Significance of Mesh Sizes and 
Wire Diameters 


The commercially standard mesh 
sizes of wire screening weren't just 
picked out of the air. 18x14 mesh 
for example included 
after exhaustive tests by two im 
partial agencies, the University of 
Delaware at Newark, Delaware 
and the University of Florida, at 
Gainesville, Florida. More than 
10,000 live mosquitoes were used 
in those tests, the results of which 
demonstrated conclusively — that 


was only 
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By Ralph W. Bacon 


Secretary 
Insect Wire Screening Bureau 


18x14 mesh is fully equal to 16x16 
mesh in protective efficiency. These 
same tests also demonstrated that 
14x14 mesh (and 12x12 mesh even 
inefficient as a 

mosquitoes 


more so) is grossly 
protection against 
no mesh coarser than 16x16 
counterpart 18x14, is in- 
cluded in Commercial Standard 
CS 138-49. Standard 18x18 mesh, 
as a rule. is used only for seashore 


Hence, 
or its 


installations, particularly in south- 
ern sections of the country, where 
the mosquitoes and other pestifer 
ous insects are small, but have a 
bite that is vicious out of all pro 
portion to their size; and where 
there are other insects too small to 
be screened out by 16x16 or 18x14 
wire screening 

window 


The wire diameter in 
door and porch screening is Just as 
important as the mesh size. Any 
wire smaller than standard .011” 


would increase the size of the mesh 
opening, and the protective ef- 
ficiency of the screening propor- 


tionately would be lessened 





Mr, Bacon's final article in the 
series, to appear in the June issue 
of SOUTHERN HARDWARE, will 
consider the display of wire 
screening in the retail store and 
will take up the physical aspects 
of wire screening which should 
be considered in the recommenda- 
tion of a type for a specific in- 
stallation. 





| What you should know about 
be Insect Wire Screening 


Ne. 2 im a series 


Before leaving this subject of 
mesh, it is pertinent to consider 
how much light and air is cut off 
by the various mesh sizes and 
kinds of screening. Immediately 
following the tests on protective 
efficiencies of the different sizes 
of mesh, the insect wire screening 
industry spent several additional 
thousands of dollars at the Uni- 
versity of Florida School of Engi 
neering to get some factual data on 


the physical aspects of wire 
screening. As a result of these 
tests, it is now definitely know: 


that standard bronze screening 
cuts off less light than any other 
kind of screening of equivalent 
mesh size. Bronze also stands at the 
top of the list in offering the least 
obstruction to free passage of air 

No one size or kind of screening 
is superior to al] others with re 
spect to all of their physical as 
pects; cutting off light and air, im 
pact strength, steady load strength 
and abrasion. So it 
would be 


resistance to 


well to go slow about 


telling a customer that any one 
kind of window § screening is 
“best”; it may be best in one re 


spect and inferior in others 


Reasons and Remedies for the 
Staining of White Houses 


It seems appropriate at this 
point to bring up the staining of 
white houses from the wash-off of 
copper salts from commercial 
bronze screening. Trouble of this 
nature varies in different locali 
ties. Sometimes it varies under dif 
ferent windows on the same house 
That is believed to be due to the 
degree of exposure; curiously 
enough, partially sheltered spot 
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ometimes stain worse than those 
areas which are fully exposed to 
the weather 

Staining is normally attributable 
to two basic causes; first, to dirt 
and dust which are prevalent in 
practically all atmospheres; sec 
ondly, to copper salts which will 
inevitably form on any copper ot 
copper-base alloy, such as com 
mercial bronze screening, when 
exposed to the weather. It should 
be remembered that trouble from 
the wash-off of dust and dirt can 
occur with any type of screening 

not just bronze alone 

There is no presently known 
positive and unfailing preventive 
of staining due to the wash-off of 
copper salts from bronze screen- 
ing. A coat of good spar varnish 
each season is the most effectiv: 
known remedy. Some advocate the 
painting of bronze screening every 
two or three vears with regulation 
black, green or brown screen wire 
paint. Paint, it is contended by 
eminent authorities, (the Paint & 
Varnish Section of the National 
Bureau of Standards) will last two 
three and sometimes four vear 
whereas varnish will last only one 
season. Brand new bronze screen 
ing, as has been said, already 
carries a coating of varnish 
so needs no additional coating the 
first year of its exposure 

Over the years, it has been found 
that houses painted with pure lead 
and oil were less susceptible to 
staining from the wash-off of cop- 
per salts than houses on which 
some of the modern types of paint 
especially those containing litho 
pone, have been used. Paint man 
ifacturers tell us that lead and oil 
paint weathers, or disintegrates 
through what they term “chalk 
ing.” The more modern types of 
paint weather with a hard, smoot} 
surface. The theory is that the 
chalk” from lead and oil paint 
washes off and carries with it the 
copper salts from bronze screens 
The hard surface of other types of 
paint, under a microscope, is usual- 
ly seen to be shot through with 
minute crevices which catch the 
copper salts and build .up a 
permanent stain which no amount 
of scrubbing with a brush or 
washing with a hose will remove 

But for reasons which have 
nothing to do with staining from 
window, door and porch screens 
pure lead and oil paints have 
largely been displaced by newer 
“modern” types. It seems safest 
therefore, to recommend that coat 
ing bronze screens each season 
with good spar varnish, or painting 


it, is the most economical and ef 
fective preventive of staining from 
the wash-off of copper salts; it 
certainly the only preventive pres 
ently known, which could be 
recommended for stucco houses 

It might not be amiss to add 
here that extensive experiment 
are now being conducted by the 
paint and varnish industry, wit! 
the hope of developing an ant 
stain, all-purpose, outside hous 
paint; something which will be 
stain-proof from any and al! 
causes. And it may well be that the 
screening industry will eventual], 
find a type of coating or factory 
treatment for bronze screenin: 
which will solve the problem 


Incompatible Metals 


The chemical reactions of one 
metal to another is an absorbing 
ubject upon which a great deal 
could be said. But this is not the 
proper place for an exhaustive 
probe into those mysteries. We are 
concerned here with insect wire 
creening, so it seems pertinent 
only to point out that some pairs 
of metals, like some people, can 
live together in perfect harmony 
other combinations sometimes set 
up conflicts which are disastrously 
destructive 

Two such worthy metals, for 
example, as bronze and aluminum 
do not get along at all well to 
gether. Bronze insect wire screen- 
ing if installed in aluminum 


frame will eventually destroy the 
frame through galvanic action 
which accelerates rapidly in the 


presence of moist air 


For the sare reasor copper 
tacks should never be used for 
fastening aluminum insect wire 


creening in wooden frames. The 
aluminum screening will be eaten 
away around the head of every 
tack and soon begin to sag and 
pull away from the frame 

Copper, or bronze, in combina- 
tion with iron or steel, is another 
incompatible pair of metals. If iron 
or steel tacks are used for fasten 
ing bronze insect wire screening in 
wooden frames, the heads of the 
tacks, sooner or later, will literal 
lv be eaten away and the wire 
screening will sag and pull away 
from the frame 

The do's and don'ts of the situa 
tion are easy to remember: don't 
ever sell iron or steel tacks to a 
customer for fastening bronze 
screening in wooden frames; cop 
per tacks, and copper only, should 
be used for that purpose 

Steel and aluminum are not an 
tagonistic to one another so, if 
aluminum tacks are not readily 
obtainable, galvanized steel, stain 
less steel, blued steel, or common 
bright steel tacks, in that order of 
preference, may safely be sold for 
fastening aluminum screening in 
wooden frames 

If aluminum screening is to be 

(Continued on page 62) 





Because of chemical reactions, some pairs of metals cannot be used in 
combination. Bronze insect wire screening, if installed in aluminum 
frames, will eventually destroy the frames through galvanic action. For 
the same reason, copper tacks should never be used for fastening 
aluminum screening in wooden frames. Similarly, copper or bronze 
should never be used in combination with iron or steel tacks 
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Robert Latimer 


This 3-point 


sales plan is 





Burtpinc Gun SALES 


A THREE-POINT merchandising 
program, backed by his own 
personal enthusiasm and know 
ledge of the stock, has led to max 
profits in pistol merchan- 
dising for William V. Hulbert 
owner of Hulbert Hardware Co 
Waco, Texas 

Hulbert carries one of the larg- 
est stocks of shotguns and rifles 
in central Texas, and his pistol 
department is stocked on an equal 
An expert hunter and pos- 
sessor of many medals for pistol 
markmanship, he believes that the 


imum 


basis 


pistol market has “scarcely been 
scratched” and that the reason 
why revolver and automatic pis 


tol sales are small items in the 
average dealer's volume is merely 
because “no push is put behind 


them.’ 

Hulbert's three-point — selling 
plan, aimed at all markets, is as 
follows 

1. Carry a really complete stock, 
so that both the economy-minded 
customer and the wealthy finan- 
cier will be able to find desirable 
firearms in the inventory 

2. Promote target shooting by 
starting clubs, aiding established 
shooting groups, and publicizing 
the sport in general 

3. Keep in 
pistol 
tinuous 


with 


con 


regular touch 


users, and maintain a 


solicitation program 
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- Complete and varied stocks 


2. Contact with prospects 
3. Interest in target clubs 


All three of these are 
regularly covered in Hulbert’s pis- 
tol sales plan. First, his inventory 
varies from inexpensive .22 cali- 
ber target pistols to professional 
police models and fine imported 
“matched pairs,” and it includes 
the most popular brands on the 
market. One entire display case 
in the center of the gun depart- 
ment shows the pistol selection 
and many pistols are filed away 
in the stockroom behind 

Second, Hulbert has made sure 
that every sportsman in the Waco 
area is well familiar with the com- 
pleteness of his inventory. He runs 
separate ads, from month to 
month, with an outstandingly pop- 
ular revolver or automatic shown 
Always included is the notation 
Check with us on pistol subjects.’ 
Several revolvers or automatics are 
on display in the window at all 
times, and often such famous and 
interesting sidearms as chrome 
plated frontier model Colt 45 
German luger other type 


points 


and 
ire display ed 


Next, Hulbert is personally re- 
sponsible for the formation of sey 
eral pistol clubs in the Waco area 
most of which shoot at regularly 
scheduled meets. The Waco deal- 
er made many of these clubs pos- 
sible by introducting one target 
enthusiast to another, keeping a 
list of such target enthusiasts, and 
in general “getting the boys to- 
gether to form a club.” He offers 
clubs no discount, other than on 
collective purchasing of ammuni- 
tion, The store stocks targets, rule 
books. scoring pads, and all of the 
accessories that will be needed 

Lastly, Hulbert makes contin- 
uous use of the telephone to stay 
in touch with his pistol owners and 
with prospects. Included, of course 
are his hunting equipment custom- 
whom have begun 
hunting 


ers, many of 
varrying a pistol on thei 


trips 
By spending spare moments on 
the telephone he is able to talk 
to most of his pistol prospects two 
or three time during the eason 
(Continued on page 62) 


SOUTHERN HARDWARE for MAY, 1952 





TEACHING HOME REPAIRS 


Pesaro AND teaching the home- 
owner how to make his own 
repairs and thereby save labor 
charges, has boosted sales volume 
in all departments of the Wheaton 

Paint and Hardware Co., Wheaton, 

Maryland, by 20 percent. More- 

over, it promotes goodwill and 

brings the customer back into the 
store again, as needed repairs arise 

“In this new section of home- 
owners,” said Elwood Harding 
owner, “home repairs loom as a 
large item in home maintenance 
Many of the residents have lived 
in apartments, where they were 
not responsible for repairs, and 
we advise them on the countless 
small repairs that constantly are 
needed in a home. Also, we teach 
them how to make such repairs 
and sell them the materials and 
tools.” 

The store offers instructions for 
many types of home repairs. For 
instance, a home-owner recently 
complained of a dripping faucet 
and admitted that he had neve 
put a washer in a faucet before 
Harding demonstrated by using a 
spigot from stock. This resulted 
in the sale of a wrench and a box 
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boosts sales volume for 


this Virginia dealer 


By B. Miller 





























Above, Joseph Minter, right. 
tells a customer how to apply 
red mahogany oil stain, while 
Owner Elwood, below, instructs 
a customer on installing a wall 
switch. Such services have 
boosted sales volume in every 
department by 20 percent 


of washers, and saved the cus- 
tomer a minimum of $3 service 
charge, should a plumber have 
been called 

Another home-owner discovered 
a crevice in the window where 
the sash did not fit securely into 
the frame, thus permitting rain 
and cold air to seep into the home 
This repair called for caulking 
compound, and the customer was 
hown how to apply it 

Still another home-owner, who 
had been in her newly-built home 
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for ofr 1 few montt noticed 
that he basement floc Va pul- 
verizing and causir 1 circulation 
of dust through the air. She asked 
the tore what to do for it. First, 
he was advised not to paint it 
i he had intended doing. In 
tead he wa told to wash the 
floor with sulphate crystal 


Electrical Repairs 


The store personnel have taught 
many home-owner how to in- 
tall a wall switch. Pointing out 


the four connections with only two 


w ire they outline the procedure 
is Many times as necessary ‘to 
make certain the customer know 
now to put in the wire Also, they 
have instructed customer in door- 
bell repair in extension wiring 
for lighting additional spots in the 
basement, et 

Such help and advice mean 
idded volume for all kinds of elec 
trical supplies. The wiring of door 
chime for instance, has meant 
1 good volume in wiring equip- 
ment and door chime sets 

Harding often is asked how to 
prevent water paint from flaking 
off the walls. By instructing the 
customer in removing the coat of 
flaking water paint with a wire 
brush, mixing and repainting in 


oil or water paint, he has increa ed 
volume in these department 
Gla 


tantial volume 


also 
accounts for a sub- 

and much advice 
i minor repair job performed 


re pall 


Sines 
a charge of 
home-owners 


DY i glazier involves 


$3 for ervice alone 


eagerly seek directions in how to 
make their own glass _ repairs 
Harding shows them how to meas- 


ire from tip of putty to tip of put- 
from the edge of the wooden 
the other edge of the 


frame. By 


y, or 
frame to 
uch 


wooden meeting 


needs, he has realized a steady in- 
Crease in the sale of glass, putty 
and putty knives 
Decoration Problems 
Home decoration problem also 
bring their share of volume. A 


painted end table that a customer 


wishes to stain will bring ig- 
gestions on how to sandpaper it 
urface to remove old paint, how 
to put the ground coat on, as well 


as two coats of varnish. Likewise 
new home-owners with children 
visit Wheaton Paint and Hardware 
Co, for suggestions in staining 
varnishing and finishing unpainted 
Step by tep, they ire 
instructions in 


furniture 
Riven 
tain 


applying oil 


drying, mixing turpentine 


44 





and varnish and 
brushing 
“There is a 


when customer 


andpapering 


satisfaction 
back and 
report that your help made a good 
job possible,” said Harding, who 
tudied home maintenance at a 
vocational school. “Frequently, the 
help will lead to bigger undertak- 
ings that require slow acquisition 
of hand tools and the building of 
a workshop 

When the 
ind home-owners 


great 


come 


weather gets 
think of 


warm 
roof 


Harding tells them how 
asphalt roof coating, or 
he instructs a customer in the use 
of roof cement for a minor leak 
or plastic roof cement for holes in 
the flashings 

Both Elwood Harding and Assist 
ant Joseph Minter, equally in- 
formed in home maintenance, en- 
courage home-owners in making 
their own repairs, and they antic- 
ipate an ever increasing volume as 
rising costs compel home-owners 
to do their own repair jobs 


repairs, 
to apply 


Store’s Customers Take 
Their Change in Clothespins 


A SIMPLE DISPLAY idea which 
LXcatches the attention of every 
the bucket clothes- 
pin display used by Fisher-Stin- 
on Hardware Co. of Panama City 
Florida 


tore visitor 1s 


Simple Display 


Designed to promote the sale of 
clip-type wooden clothespins, the 
consists merely of a new 
bucket, which is 
capacity” with 
A fence is built around 
mere- 


display 
galvanized 
filled to 

clothespins 
the outer rim of the bucket 
ly by clipping a row of clothes- 
pins tightly together all the way 
around its circumference, and then 
clipping a second row, fanning out 
at the top, to the fingertips of the 
first row. This adds one-third more 
capacity to the bucket and results 
in an unusual display of clothes- 
pins that attracts customers who 
normally would pay no attention 


iron 
“over 


The bucket display 
of clothespins hes 
increased sales of 
this item better than 
$00 percent. Placed 
near the cash regis- 
ter, it encourages 
customers to “take 
their change” in 
clothespins 


to the were it hidden from 
sight 

At the rear of the display a 
lettered “1l¢ each,” 
display is set up 


where 


item 


imple sign is 
and =the 
next to the cash register 
most customers pay for purchases 
As a result, literally hundreds of 
women “take their change in 
clothespins,” and the bucket has to 
be refilled times during 
the week 


entire 


several 


Sales Increase 


Total sales increase for clothes- 


pins better than 500 percent 


Was 
according to the management, and 


the eye-catching display will be 


used at various points in the store 
permanently 
However, its present position 


near the cash register where most 
customers are handed their change 
is considered the most opportune 


tempting customers 


spot for 
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* Officials of the Southern Wholesale Hardware Association 


PALM BEACH CON 


scree TO the annual joint 
convention of the Southern 
Wholesale Hardware Association 
and the American Hardware Man- 
ifacturers Association, held April 
6-10 in Palm Beach, Fla., were con- 
fronted with a disturbing array of 
facts concerning the continued out- 
funds and 
government. At 
tendance again climbed 


pouring of government 


responsibility in 


to a new 


high record, with actual registra 
tions exceeding 1600 and total at 
tendance estimated at more than 
1800 


With the nation’s taxpayers fac 
ing more deficit spending on the 
part of the government, the 
wholesale group heard Fred C 
Barksdale, in his address as presi 
dent of the Southern Association, 
call for a national awakening to 
the threat to America’s free enter- 
prise system. 

™ today our freedom is be- 


* Left to right, seated: F. C. Barks 
dale, retiring president; T. W. Mc- 
Allister managing director and treas 
urer; R. M. Miller, first vice presi- 
dent; Charles E. Nash, president; S 
D. May, second vice president; H. B 
Horsey, executive committee: W. H 
Terstegge, advisory board. Standing 
left to right: H. J. Allison, W. A 
Parker, Edmund Orgill, R. R. Witt, 
R. H. Baker, and A. C. Rankin, mem- 
bers of the advisory board; C. E 
Roberts, C. E. Hamilton and H. L 
DeLoach, members of the executive 
committee. Missing are advisory 
board members Mark Lyons and W 
W. French, and new member of the 
executive committee, W. E. Smith 


nearer and nearer the 


will plunge us in 


ing forced 
precipice that 


all-out socialism. Our fantasti 
public debt is the result of prodigal 
and irresponsible spending, wast 
and corruption that jeopardize i 
ability to meet a national emer 
gency. There must be a limit to 


deficit spending and waste if we 
are to avoid economic disaster,” he 
said. “Our job is to turn on the 
light in our respective 
ties and arouse an apathetic pul 
lic. Our people must be how! 
fact ends and propoganda 
begins. Once awakened to th 
danger that threatens, they wil 
do the rest. There is yet time if we 
act now 

In the first joint session of the 
two associations on Monday night 
April 7, George H. Smathe: 
United States Senator from Flori 
da, described the material aid 
which the nation had given in 
furthering the economic recovery 


communi 


where 


of Europe, but cautioned that 
while, “We must keep our allie 
with us. we must not ove: 
strain our economic system In 


reference to the gigantic appropria 
tion asked by the military, Senator 
Smathers said that, “We must not 
stop progress, but we must 
the army and ourselves to liy 
within our annual income.” 

The manufacturers 
Tuesday morning featured an ad 
dress on “Current Aspects of 
Mobilization Production” by Fran: 
T. Stone, Deputy Administrator 


teac! 


meeting on 
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VENTION 


Nationa Productior Authority 
The speake tated that the nation 
! well along in the halfway 
tage of the mobilization produc 
tion progran We are now at 
the stage where shortly there will 
be an increas mn military out 
put Basing hi marks on the 
pren e thatr teel strike would 


ed that the 


mate al ituation t ome re 
pect easier, He pointed to the 
evocation of control n some ma 
terials where ipply and demand 
have become in balance and stated 
that as the ituation ease in other 
material imilar action will be 
taken. He warned that some con 
trols will remain in force to a 
ire high level military produc 
tion 

In Tuesday morning's joint se 
ior Alfred Edward forme! 


British MP and an ousted member 
of the Socialist party, warned that 
only a great simpleton 
imagine that America 
alone against _ the communist 
threat. In his talk, “We Have the 
Powe! Mr. Edward aid The 
vital problem for us to consider al 
the time i the English-speakin 

divided.” Eng 
tried socialism unde 

“and it has faile 

false and an 
our problems 


would 


can stand 


people cannot be 
land, he 


ideal condition 


said 


us, has been proven 


llusory sol 

Addressing a joint session or 
Wednesday “The Eco 
nomic Outlook Dr. Neil Carother 


of Lehigh Unive tv traced the 


ition to 


morning 
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Charles E. Nash 
President, the S. W. H. A. 


in the busines 
that a 


recession 


equence of event 


and warned boom 


followed by 
‘there is inherent in ou 


auiway 


However 


free enterprise system an inde 

tructible breath of | life that 
brings about recovery. Govern 
ment spending, he said, enabled 


over the reces 
1948 and 1949 


between 


the nation to slide 
ion in the fall of 


Today, we are balanced 


recession and a continuance of an 
nflationary prosperity with a 
majority of experts believing in a 


But 


civilized 


continued prosperity, he said 
Russia 
member of the family of nations o1 
we will have war. The nation can 
with war, but the 
to America is political, 
must elect men to govern whvu have 
taunding 


must become a 


real dange! 


and ‘wt 


cope 


integrity, economic under 
ind courage,” he said 
The meeting of the Southern A 
ociation’s Sporting Goods Divisior 
on Monday morning 
tracted a attendance oi 


wholesalers and manufacturers. At 


again at 


large 


thi fifth such special ession 
manufacturer were awarded 
badges in accordance with thei 
“class the year in which they 
first attended a meeting of the 
Sporting Goods Division 


meeting dl 
the oppor 
whole 


Speaker at this 


cussed such subjects a 


tunitie for ales by aler 
elling school 


through deal 


pinning tackle, and 
athletic 


equipment 


The Tuesday morning separate 


wholesaler busine ession fea 
tured discussions or 


promoting 


wage 
farm 
educational pri 
The Wedne 

high 


modertr 


problems, equip 


ment sales, and 
grams for employees 
day morning 
lighted by 
warehouse arrangement and equip 
illustrated by lantern-slide 


number of 


session wa 


discussions of 


ment 
views of a 
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control 


modern 


pliant ove 


In thei innual meeting on 
Thursday morning, members of the 
Southern Association were given 


brief report t H. B. Horsey 
treasurer, and T. W. McdAlliiste: 
managing director, followed by dis 
handling returned 


retirement pen 


cussions on 
goods and credits 


ion plans major appliance saies 
and service, and operating under 
a budget system 

The association adopted unani 


mously the recommendation of the 


nominating committee headed by) 


R. H. Baker and elected the fol 
lowing officers: president, Charle 
E. Nash, Nash Hardware Co., Fort 


Worth, Texas; first vice president 


R. M. Miller, Railey-Milam, Inc 
Miami, Fla.; and second vice pres! 
dent, S. D. May, Bluefield Hard 


West Virginia 


continues a 


ware Co., Bluefield 
T W McAllister 
managing director and assumes the 
additional duties of treasurer 


Member of com 


the executive 


mittee continuing in office are: H 
L. DeLoach, Henderson & Baird 
Hardware Co., Greenwood, Mis 
C. E. Hamilton, Odell Hardware 
Co., Greensboro, N. C.; and C. E 
Robert C. D. Franke & Co. Inc 
Charleston, S.C 

Harry B. Horsey, Sharp-Horsey 


and 


Hardware Co., Atlanta, Ga 
W. E. Smith, Oklahoma Hardware 


Co., Oklahoma City, Okla., were 
named to the executive commit 
tee replacing Edwin F. Flato 


Christi Hardware Co., 
Corpus Christi, Texas, and J. W 
Hasson, House-Hasson Hardware 
Co Knoxville Tenn whost 
terms had expired 

As the immediate past president 
Fred C. Barksdale automatically 
joins the executive 


Corpus 


committee 





Richard L. White 
President, the A. H. M.A. 





Sen. George H. Smathers 


Excerpts from the Address 
of Senator Smathers ..... 


ALL OF YOU can remember how 
all of us, having the war over with 
turned our eye from the 


problems in Europe and Asia, for 


away 


getting that little incidents which 
had started overseas had resulted 
in two world wa! 

A lot of people forgot about 


Karl Marx who lived in Germany 
from 1820 to about 1880. He wrote 
a doctrine which said that 
body belonged to the state and that 
everything should belong to and be 
owned by the state. He called that 
doctrine the Communist Manifesto 
That doctrine destroyed our dream 
and is aimed at 


every 


of a lasting peace 
America and the 
An awakening came 
1950 our ship of state did a 180- 
degree turn—the day the North 
Koreans crossed the 38th parallel 
We know what we are up against 
today. But how long can we con 
tinue to pull those other ships of 
state? That has to be faced at thi 
moment 

We have helped the other coun 


ystem we have 
and in June 


tries throughout the world, and 
there is no doubt that if we be- 
came involved in World War III 


we can survive 
We have spent some 124% billion 
dollars under the Marshall Plan 


and I think everybody must admit 
that Europe has made a remark 
able recovery 

We must stay ready. We are 


outnumbered, but certainly we are 


not yet outproduced. We knew 
there is a limit to what we can 
pend. We must keep our allies 
with us, but we must not over- 


strain our system 

The question of the steel strike 
must be resolved quickly. We 
must do everything in our power! 
to stop inflation. We know that we 
can't levy any more taxes without 


economic 
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destroying this system of ours 
When the time comes when men 
dont want to work because the) 


don't see any benefit from it for 
themselves, when there is no ven 
capital, when people don't 
want to start new businesses be- 
cause there is no profit in it, then 
we have handed Joseph Stalin on 
a golden platter that victory which 
he seeks. 

We must cut and we must prune 
It is reported that the military 
now has something in the neigh- 
borhood of from 70 to 80 billions 
of dollars unspent from previous 
appropriations, and yet they are 
asking us for 50 billion dollars this 
year. 

We must not stop progress, but 
we must teach the Army and our- 
selves to live within our annual in 
come. 

If the manufacturer is going to 
insist on and get higher prices for 
his goods, and if laborers are going 
to insist on and get higher wages 
for the time which they put in, if 
the various chambers of commerce 
are going to get their pet projects, 
if the social workers are going to 
get more pensions and higher pen- 
sions and free everything, then we 
are going to see this nation brought 
to its knees in defeat—not de 
feated from an enemy from with 
out, but defeated by the ulcer oi 
greed and selfishness from within 


e 


ture 


Franz Stone Discusses 
Mobilization Program 


THIS COUNTRY IS well along in 
the half-way stage of the mobiliza 
tion production program, Franz T 
Stone, Deputy Administrator, Na- 
tional Production Authority, said 

Explaining that it is difficult to 
make a speech on plans for indus- 
trial production in the face of a 
threatened, nation-wide _ steel 
strike, which would push back the 
date for letting down controls, Mr 
Stone stated that his remarks were 
predicated on the premise of no 
strike, as it would be difficult to 
make predictions should there be 
one 

“The getting ready stage is pret- 
ty well over,” he said, “as far as 
tooling up for military production 
and increasing our industrial pro- 
duction base is concerned. We are 
now at a stage where shortly there 
will be a substantial increase in 
military output of planes, tanks 
and guns of modern design. The 
NPA was geared up to handle the 
expediting and scheduling of pro- 
grams that would be necessary to 





Franz T. Stone 


olve the breaking of bottlenecks 
of this expanded production flow 
The materials situation in some 
respects is easier, he continued, as 
the result of increased availability 
of steel and aluminum and the bet 
ter functioning of the plan where- 
by most purchasers recognized 
control material orders as the same 
as certified checks on a materials 
bank. 
“They 
place orders in 


are not attempting to 
advance of thei: 


genuine need,” he said. “Mean- 
while, the business situation has 


changed so that many users of con- 
trolled materials are waiting to 
cash their tickets until they are 
sure there will be a demand for 
their product. A number of con- 
trols required because of a lack of 
balance between demand and sup 
ply have already been revoked or 
modified. Those governing hides 
and skins, rubber and lead are 
examples. As the situation be 
comes easier in other materials 
similar action will be taken.” 
Turning to the steel situation 


he said: “Barring any strike, it ap- 
pears that controls can be relaxed 
in either the fourth quarter of thi 
year or the first quarter of 1953, 
exception of such prod 


with the 


tubing 


cr ppt i 


" 


it a 
and neav) 
ituation is tghter than steel, and 
do not appear good for 
controls betore mid 
Aluminum will 
control: 


pilates, pipe 


structural i he 


neavy 


prospects 
taking it trol: 
1953 at the earliest 
presumably be freed ol 
voner than coppe! 
ipply is being rapidly increased 

Ihe official told delegates the 
purpose of controls always 
been to assure military production 
completion of the military 
base. As this is rounded out and 
completed and supplies become 
easier, he went on, some controls 
will still be required to assure 
keeping up the level of military 
production to interna- 
tuonal security 

Just what these controls will be 

not presently certain, he ex- 
plained, but they will presumably 
be in the nature of a system giving 
preference to military production 
and will be as elaborate and de 
tailed as the present setup 


e 


because the 


has 


and 


preserve 


Alfred Edwards Discusses 
Secialistic Threat ...... 


PEOPLE WHO SAY it can't happen 
here are a Menace to a community 
Alfred Edwards, one-time membe! 
of the British Socialist party and 
Parliament, now out of both, told 
delegates at the Tuesday joint ses 
sion 

While you and I are fast asleep 
just thinking of our personal busi 
profits, and complain 
ing about things in Washington 
and London, these men (socialists) 
have been very, very busy digging 


nesses, Or 


themselves in while we werent 
looking. We are neglecting the 
greater problem when looking 


after our individual problems,” he 
warned 
It can happen here. These peo 


ple don’t wait for majorities. There 





Members of the X-Club met for their semi-annual luncheon on April 8. 
with Edmund Orgill presiding as Chief-X. H. P. Ladds was elected 
new Chief-X. This photo shows group at speakers’ table. 
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Alfred Edwards 


has never been a majority Com 
munist movement in the history of 
the world. It has always 
mall minority, which 
done all of these things while men 
lept—-while they were fast asleep 
as to what was going on 


been a 
have 


very 


Only a great simpleton would 
imagine that America can stand 
alone, Mr. Edwards pointed out 


The vital problem for us to con 
ider all the time is: the English 
peaking peoples cannot be di 
vided,” 

Speaking as a. disillusioned 
former Socialist, Mr. Edwards out 
lined the steps by which Socialist 
trends had placed 180,000,000 per 
ons in Europe in chains, and told 
how British difficultie temmed 
from Socialism 

“There is not one point of 
Socialist doctrine that we have put 
into practice in England which has 
helped the working people in any 
hape or form,’ “Of course 
they got higher wages. Of course 
they got a higher standard of liv 
ing. But we haven't been able to 
ourselves, You have 
paying for it. And I assure 
you don't want to continue to 
ubsidize Socialism in England 

Despite the extravagance of 
America and the higher taxe 
levied on businessmen, he 
not one of you who can 
that you are poore: 


he said 


pay for it 
been 
you 


said 
there is 
honestly say 


today because of all your taxes 
Your country is richer than it has 
ever been before. My country is 
not 


“When you hear people say you 
can't afford to go on sending 
abroad, think of what happens the 
moment you stop sending abroad 
Don't think in terms of money 
You must think in terms of goods 
It isn’t money you send abroad 
it's goods. Money has no meanin 
except in terms of and I 
wish we would remember that all 


goods 


48 


the time we are talking economic 
goods for goods. There is no other 
meaning to trade, or finance, o! 
economics, 

The great problem today is that 
the English-speaking peoples must 
tand solidly together, and nobody 
will ever dare go to war,” he con 
tinued. “England tried that ideal 
ism that so many of us had so sin 
cerely believed—Socialism. It tried 


it under ideal conditions, and per 
haps in the only country in the 
world where it could get a fai: 
trial. And it has failed us, ha 


been proven false and an illusory 
solution to our problems 

America’s volunteered 
Air Plan, he 
magnanimous gesture in history 
We can have a standard of living 
for workers undreamed of by 
Socialists, he provided we 
take the trouble to work it out and 
not make them have to fight for 1 

‘We can eliminate gradually all 
the bad feeling which was the 
foundation of the Socialist and 
Communist movements,” Mr. Ed- 
wards concluded. “We can elimi 
nate that only if we set now a good 
example and a high standard.’ 

¢ 


Marshall 


said, was the “most 


said, 


Excerpts from the Address 
of Dr. Neil Corothers ..... 


WHAT IS THE outlook 
for your industry, your country, 
the world? No man knows. Strange 
and vindictive forces are loose in 
the world. You know that all his 
tory shows a strange alternation of 
periods of peace and quiet, alter 
nating with periods of war and 
social disorder. Historians of the 
future will say that the short 
period of 40 since 1910 is 
the most violent, the most tragic 
era in the world’s history. In that 
short period were two world wars 
followed by periods of mass star- 
vation. 

Out of the choas there arose a 
new kind of dictator—Hitler 
Mussolini and Stalin. Before they 
done they had 
every liberty for which 
died for 6,000 vears 

There are in laws of economic 
certain principles which point at 
least a little way towards the fu 
ture. There IS such a thing as 
business cycle. You can start any 
where on the wheel you like, and 


economic 


years 


destroyed 
men had 


were 


in due time the wheel will turn 
Appalling losses have been in 
curred because of failure to 


recognize that a boom never lasts 
It is followed by 
There is inherent in 


a recession 
our free 





Dr. Neil Carothers 


enterprise system an indestructible 
breath of life. Recovery always be 


comes prosperity, and prosperity 
becomes a boom. We have turned 
the whee] full-cyck 

After a great war there is a 
special kind of business cycle. The 
first stage is the war boom. The 
war is followed by a brief period 
of confusion, uncertainty and 
usually, marked recession called 


the reconversion period 

Our last reconversion period in 
1945 was mild. The reconversion 
period moves into the first postwar 
prosperity, in which all the pentup 
demand pours into retail trade 
This unnatural prosperity usually 
lasts around two years. Then we 
have the first postwar depression 

The first postwar depression is 
usually sharp, then 
the second postwar 
After that comes the final, second 
postwar depression, a long, tragi« 
period. Our first postwar prosperi- 
ty was the most frantic in history 
lasting three years. The depression 
which followed serious 
because savings were large and be 
cause of government spending 
The government can make such a 
depression easier and enable the 
country to slide over. And that is 
what happened in the fall of 1948 
and 1949 

A special factor also had arisen 

the USSR, a combination of the 
features of free enterprise 
fascism, socialism, and commun- 
ism. The people live worse in Rus- 
sia than the poorest people on re 
lief during a depression in this 
country. The ultimate objective of 
communists is America. Our gov- 
ernment belatedly decided to 
try to keep alive the flame of lib- 
erty, democracy and free enter- 
prise in Western Europe. That 
spending made us slide over the 
postwar depression of °48 and °49 


we move int» 
prosperity 


was not 


worst 
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In 1950 we began the 
war prosperity 

With war in Korea our govern 
ment has just blundered along not 
knowing where it is going. The ex 
cess profits tax was the worst way 
to deal with the problems of ex 
cessive profits in a war period. It 
is attempting to have price con- 
trol without rationing. At every 
point they have surrendered to 
union labor 

Today we are balanced between 
recession and a continuance of an 
inflationary prosperity. There ar: 
forces at work on both sides. Retail 
trade has backward. Con 
umer tremendous, but 


SOC ond po t 


been 
income is 





there is also a tremendous a 
cumulation of instailment debt 
On the other side, we have th 
prospect of at least three more 
years of war production. A ma 
jority of our experts believe in a 


continued prosperity 

About international prospects, | 
believe that the Russian beast ha 
to become a civilized member < 
the family of nations—or we will 
have war. We can cope with that 
but the real danger to America 
political 

We must elect men to goverr 
who have three qualities: integrity, 


; 


economic understanding and cour 
age 


Sporting Goods Session 


Attracts Large Crowd 


THE CONTINUING interest 
which southern wholesalers hav: 
in the operation of sporting good 
departments and in further widen 
ing dealer this line 
was evident in the large attend 
ance at the special sporting goods 
session held by the SWHA on Mon 
day April 7 


strong 
acceptance of 


morning 
The meeting—the fifth such 
pecial session held by the SWHA 
was presided over by Charles E 
Nash, chairman of the association 

Sporting Goods Division. In open 
ing the meeting, Mr. Nash outlined 
the background of the division 
which had its first meeting in 1948 
and explained that one objective 
was to encourage interest on the 
part of the wholesale management 
in the distribution of sporting 


goods and of building up such de- 
A second objective was 
together 


partments 


to bring sporting good 





A. O. Beyer 


manufacturers and wholesalers t 
foster a better understanding of the 
problems and ideas of each grou; 
The third objective was to 
cate the retail trade in the Souti 
to do a more effective job of met 


edu 


chandising sporting goods 


Manufacturers who had at 
tended the first special sporting, 
goods session, held at the Cincin 
nati convention in 1948, were ir 
troduced and presented’ wit! 
badges labeled “Class of '48 

Manufacturers who had at 
tended their first such specia 


succeed 
bad ge 


yeal 


session in 


sporting goods 


ing years also were given 


labeled with their “class 


Opportunities for Sales 


Leading off the program, A. O 
Beyer, The Coleman Co. Inc., dis 
cussed “Opportunities for South 
ern Hardware Wholesalers.” The 
sporting goods industry has be 
come of age, he said, but the hard 
ware industry has failed to recog 
nize it. Yet, sporting goods is an 
integral part of the national econ 
omy, he continued, and deserves 
more backing from wholesaler 
and retailers than has been given 


Mr. Beyer cited the small inver 
tories of sporting goods which 


hardware retailers once carried 
then pointed to Department of 
Commerce estimates of a 150 per 
cent increase of full-line sporting 
goods stores and to the notable ex 
pansion of hardware store sporting 
goods departments 


As evidence of the size of the 
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and fishing. Of 


good Mr 


market for sporting 
Bever stated that sportsmen now 
pend $9,200,000 000 on hunt 


the individual dol 


ar here, 11.2 percent goes for fire 
rms, 10.4 percent for tackle, and 
4.1 percent for ammunitior The 
emainder of the dollar goes I 
meals, transportation, dog boat 
censes, etc 

In the five yea! preceding 1940 
he said, there was an 85 percent in 
crease in the numb of fishing 
censes bought, and a 54 percent 
nerease in purchase of hunting 
censt 

But to capitalize on this market 
both wholesaler and retailer must 
io an effective promotional job. In 
the case of a retail dealer, he aid 


the employment of a sportsman 1s 
unle hi ale in 
interest in sport 
dustry the 
delay thi 


of no value 
terest exceeds hi 

The 
peaker said 
promotional and 


hardware UU 
cannot 
merchandising 
will 


ob much longer or the result 


be the further rise of other 


tributing 


type 
of wholesaler di port 
ing good 

Following i John 
Holme Associated Fishing Tackk 
Manufacturers wa introduced 
Mr. Holmes advised the group that 
t had been possible to have ex 
WPA ordet 


thi talk 


ceptions to certain 
put through to enable increased 
production of tackle He predicted 
greater availability of tackle in 
onths 


future nm 


Spinning Tackle 
In his talk on “Spinning Tackle 
E. Art Nuss, Airex Corporation, ex 
plained that spinning | till in it 
nfancy though growin; 
because of the educational job that 
custome! 


le > 
saies are 


has been done among 
This type of tackle has grown in 
creasingly popular he said, be- 
cause it is the most efficient type 





E. Art Nuss 
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pointed 


mer 


it 


W. Gordon Mangu 


ims for the begir 
out that it 1 


wholesaler to ha 


derstand the oper 


tackle 


In 


pinning 
that it Is pe 


t 
mu 
ft 


he 


vy 


d 


l 


emonstrating the 
tackle Mr. Nu 
ghtest weight and 


ure ind line car 


efficiently 


speaking on 


Athletic Equipment through Deal 
el W. Gordon Mangus, Grave 

Humphrey Hardware Co., Roan 
*ke, Va.. explained that upen the 
expansion of this phase of the 
busine in experienced sportin 
good man wa employed He ex 
plained that the company estab 
lished it own brand name on 
athletic equipment such as base 
ball baseball glove oftball 

football basketball houlde 


ible to ci 


nel 


ve 


? 
ist 


be 


Selling Athletic Goods 


Selling 


School 


H 


important 


ol 


pad hip pad Knee pad football 
pants, ete having many of these 
tems manufactured according to 
the company own specification 

In our elling schedule he 
aid we have a school price and 
i dealer price We do not follow 
the school price in selling college 

high schools in the larger cities 
Howeve! elling to colleges and 
Cla A higl chools constitutes 
only a small volume of our busi- 
ne 

In implementing this idea, it 
was the company aim to “corral 
the athletic business through the 
etail hardware stores, the details 
of this drive being turned over to 


he head of the sporting goods de- 
partment 


In the beginning, the speaker 
aid, company alesmen called on 
the most sports-minded dealer in a 
town with the offer that if the 
lealer would stock, promote and 
ell the company’s line of athletic 


equipment, an effort would be 


made to sell the school and run this 
business through the dealer. Deal 
ers are encouraged to make calls 


with company representatives on 


chools in order to better educate 
dealers on athletic equipment 

In some towns, where dealers 
are not interested, he explained 
t has been necessary to sell di- 
rectly to the schools. Most dealers, 
however, like this method of op- 


eration, the speaker continued, and 
have cooperated fully 

Me t of the small 
other year o1 
year, with some items having to be 
every The com 
ships the goods direct 
delivery to the 


schools buy 
every every third 
purchased year 
either 


pany 
to the 


dealer for 





Above, a view of the Old Guard dinner. In their annual meeting on 
April 8, presided over by L. S. Pickup, president, the members elected 
as new officers: George C. Barton, president, O. Ames Co.; R. R. Wendt, 
first vice president, Phoenix Manufacturing Co.; H. A. Taylor, second 
vice president, Plymouth Cordage Co.; and Harry A. Hoffner, secretary- 
treasurer, a manufacturers’ representative. F. E. Smith, R. E. Dietz Co.., 
will serve as chairman of the executive committee. About 60 Old Guard 
members attended the meeting 
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George C. Barton 
President, Old Guard 


school, or ships directly to the 
chool 
The company uses a display van 


with one set of fixtures for athletic 


equipment and another set for 
tishing tackle 
The speaker pointed out that 


schools have been impressed with 
the fact that the company does not 
subscribe to any of their forms of 
advertising. Company terms are 2 
percent 10th prox., except in cases 
where future dating is received 
from the manufacturer 

Mr. Mangus reported that sales 
of athletic equipment as a result 
of this method have shown a con- 
tinued increase 


. 


Wholesalers’ Separate 
Business Sessions ... 


MEMBERS OF THE Southern As- 
sociation met in separate business 
sessions on Tuesday and Wednes- 
day mornings to hear discussions 
of problems of special interest to 
the wholesale trade. The large at- 
tendance at both sessions was the 
subject of particular mention by 
President Barksdale, who presided 
over both The Tuesday 
sessions opened with Mr. Barks- 
dale’s president's address, which is 
summarized on another page 

In a discussion of “Wage Con- 
trol Problems,” Joseph C. Noah 
Regional Director, Wage and Hour 
Division, U. S. Department of 
Commerce in Birmingham, Ala., 
stated that controls are necessary 
to forestall an economic collapse 
The speaker explained that by 
agreement with OPS, his office is 
distributing copies of all salary 
tabilization regulations, but makes 
no formal rulings on or interpreta- 
tions of these salary regulations 
Official rulings for salaried person- 
nel are available only through the 


sessions 
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John W. Morris 


OPS in Washington. Regional wage 
stabilization offices are empowered 
to issue formal authoritative rul- 
ings on the permissibility of wage 
adjustments. Wage and Hour field 
offices also have investigators to 
determine compliance with regu 
lations 

Mr. Noah then reviewed briefly 
the 21 wage regulations and the 
five General Salary Stabilization 
Regulations. 

In addition to the five General 
Salary Stabilization Regulations 
the Salary Stabilization Board has 
issued several General Salary Or- 
ders which permit the employer to 
make certain salary adjustments 
without specific prior Board ap- 
proval. The speaker listed these as 
General Orders 5, 6, 10 and 11. 


Farm Equipment 


In his talk on “Promoting Farm 
Equipment Sales,’ John W. Morris, 
Orgill Bros. and Co., Memphis 
stated that distribution of farm 
implements has changed—partic- 
ularly on the retail level—because 
of the spread of power farming 
Where a few years ago implement 
departments consisted mostly of 
horse-drawn tools for sale to hard- 
ware and general stores, the line 
has become more diversified and 
distribution is being made to full- 
line equipment dealers 

The “Implement Department, 
he said, has become the “Farm 
Equipment Division,” offering such 
lines as tractor-drawn stalk cutters 
and harrows, fertilizer distributing 
equipment, plus garden tractors, 
tractor-mounted dusters and spray 
ers, rotary hoes, etc 

“We now sell more tractor 
sweeps than we did all makes in 
the old days, and at the same time 
have eliminated about 75 percent 
of the diferent types we carried in 
the horse-drawn days 


“As the power equipment started 
easing our old lines out, we real- 
ized that if we expected to keep 
our Implement Department going 
it would be necessary to change 
our method of selling,” Mr. Morris 
continued 

Well-financed farm equipment 
dealers were emerging, represent 
ing about nine major manufac 
turers who handle their own dis- 
tribution. The farm equipment 
dealer cannot buy from the full 
line manufacturer everything he 
needs. There are many highly 
specialized tools they do not make 
and which dealers want. Thes: 
are the lines his company looks 
for, the speaker said 

On tractor- mounted equip 
ment, the equipment will fit most 
tractors by changing the mount 
ing brackets. With such equip 
ment, Mr. Morris said, the ideal 
distribution set-up would be to 
sell each dealer on an exclusive 





W. W. French, Jr. 


basis the machines for the tractor 
he sells. 

Stressing the importance of 
‘playing ball 100 percent” with 
farm equipment dealers, Mr. Mor- 
ris stated the company’s policy of 
“selling retail dealers only those 
lines which they customarily han- 
dle and buy for resale.”’ This policy 
has created much goodwill, he 
said 

Mr. Morris emphasized the 
necessity of having a complete and 
efficient repair department 

Regular salesmen often need 
help in introducing certain new 
lines, and the company insists that 
the factory furnish the necessary 
help to properly introduce and 
familiarize the selling organization 
with the line. Most factories, he 
said, are eager to cooperate 

The average farm, he concluded 
is becoming a complete production 
plant. “The farmer is going to 
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need new types of power equip 
ment. He is going to need more 
and newer types of buildings and 
torage facilities and farm equip 
ment dealers are going to get the 
bulk of the business 

Because they have ‘good sales 
men, service facilities and parts 
departments, the speaker advised 
these are leading outlets for 
specialized lines and deserve the 
attention of hardware wholesalers 


Educational Program 


The final speaker on the Tuesday 
program, W. W. French, Jr., Moore- 
Handley Hardware Co., discussed 
‘Educational Work with Employ- 
ees ™ 

By means of a detailed chart, Mr 
French illustrated the extensive 
program in effect in his company 
The results of employee education 
he said, are intangible and may 
not be evident for years. But, he 
pointed out that employees are a 
company’s greatest expense and 
that it pays to train and educat« 
them. 

At Moore-Handley, a women 
personnel director is in charge of 
the program. In addition, a con- 
sulting psychologist visits the com- 
pany six days a month to consult 
with management on personnel 
problems, to help select personnel 
for promotion, to give advice on 
personnel problems, and to help 
resolve differences of opinion be 
tween people 

The company personnel depart 
ment is charged with selection and 
placement of new employees 
orientation, interviews, and pro- 
gress reports 

To help employees, the company 
has an employees’ manual, a 
monthly house organ, a buyers 
guide, and an operations guide 

The company has set up two em 
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Above, left: The loading dock at Beck & Gregg Hardware Co., Atlanta, Ga., is truck-high. Top, right: This in- 


terior view of the new 


uilding of Henderson & Baird Hardware Co., Greenwood, Miss., shows racks for floor 


coverings at left. Lower left: A corner of the order office at Beck & Gregg Hardware Co., Atlanta, Ga., showing 
the pneumatic tube system used. Lower right: This view in one of the warehouses of Moore-Handley Hardware 
Co., Memphis, Tenn., shows how pallets are used in storing roofing 
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Reproduced on these pages are 
eight of the 75 views, shown 
members of the SWHA, of 
modern warehouse arrange- 
ment and equipment used in a 
number of modern wholesale 
hardware plants over the South. 
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Above, left: This view in a Moore-Handley Hardware Co. warehouse, Birmingham, shows at right. the booth 
housing the checker using a two-way control system for checking goods to customers and truck line carriers. 
Top. right: This Rapistan power conveyor replaced an elevator in one of the warehouses of Fones Brothers Hard 
ware Co., Little Rock, Ark. Lower left: This chain-type conveyor is used to carry merchandise from the steel 
warehouse to the shipping department at Orgill Brothers & Co., Memphis, Tenn. Lower right: This view shows 
the operation of automatic doors leading to the loading platform at Odell Hardware Co., Greensboro, N. C. The 
operator of the fork lift truck opens these doors with a pull cord without having to stop. During passage through 
the doors are held open by an electric eye. Note complete tractor-drawn harrow on the pallet 


operated by 1e “ory Christi F. Van Hoogenhuyze J. W. Barne Higginbotham Hard 
Hardware C« ; Christi, Views were then shown of the ware Cx Waco, Texa empha 
Texas. Robert Flato gave the a Union Hardware and Metal Co.., « ed the importance of tl | 
companying narration Los Angeles, generally regarded a man having ‘ 

Additional views were shown of one of the nation’s most moderr how each time 
Odell Hardware Co., Henderson & wholesale hardware plants. View t r. The 
taird Hardware Co., Moore-Hand of this operation were explained 
ey Hardware Co., Orgill Brother by T. W. McAllister, as no repre 
& Co.. Fones Brothers Hardware entative of that company .w« 
Co., and the Willian in Hoogen present or quick 
huvze Hardware Co xplanation ) ed the belief th 
f operations were given respec 
tively by C. E. Hamilton, H. L. De 
Loach, W. W. French, J1 Edmund In discussing “Specialty Sellir 
Orgill. Sterling W. Tucker, and N What Are We Doing About It 


Specialty Selling 
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Annual Meeting of the 


Southern Association 


THE FINAL BUSINESS session of 
the Southern Association on 
Thursday included a number of 
formal and informal] discussions of 
wholesaler operating problems, re- 
ports of officers and committees 
and the election of new officers 

In an informal report on associa- 
tion activities, T. W. McAllister 
managing director, traced the 
growth of the organization over 
the last 20 years and paid tribute 
to the members for their interest 
and cooperative work in associa- 
tion activities 

Reporting on the financial status 
of the association, H. B. Horsey. 
treasurer, that the o: 
ganization again added to its sur 
plus during its last fiscal year 


disclosed 


Returned Goods 


The session opened with a dis 
“Handling Returned 
Credits” by C. E 


cussion of 
Goods and 


Hamilton, Odell Hardware Co 
Greensboro, N. C., and S. D. May 
Bluefield Hardware Co., Bluefield 


W. Va 

Mr. Hamilton explained that his 
company tries to educate salesmen 
to adjust claims when possible in 
the territory, but frequently find 
that salesmen, rather than argue 
with the customer, will pass the 
problem on to the company 

To handle returned items the 
company us@s a small merchandise 
return order form on which is 
listed the nature of the complaint 
name of the customer, etc. This 
is made in duplicate, one copy be 
ing attached to the article which 
is sent to the packing room. The 
other copy goes to a stenographe 
who makes six copies of a direct 
merchandise return order form 
One copy is mailed to the factory 
a second is used as a packing slip 
a third goes into the customer let 
ter file; the fourth is used as a 
shipping copy; the fifth is for the 
un-filled return order book, and 
the sixth is for the company’ 
numerical file. This complete 
record enables the company to 
quickly check on the disposition of 
an item on which the custome 
claims that no adjustment has been 
made, Mr. Hamilton expressed the 
belief that manufacturers, in many 
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cases, could help in eliminating the 
quantity of returned goods by 
proper supervision, inspection and 
packing before shipment 

Continuing the discussion, Mr 
May explained the system by 
which his company handles re- 
turned goods and checks on factory 
disposition of individual claims 
The company, he said, found that 
the amount of returned goods and 
allowances for credit dropped sub- 
stantially when all but two sales- 
men were required to live in the 
territory, Otherwise, he said, sales- 
men living near the home office 
are prone merely to bring the mer- 
chandise in rather than try to work 
out some adjustment with the cus- 
tomer. 

“We have no cure,” he said, “but 
making our salesmen live in the 
territories has helped. And giving 
each salesman his percentage of 
returns at the end of each month 
has put all of them on the alert.” 


Pension Plans 


In his discussion, “Retirement 


Pension Plans,” A. C. Rankin, 
Teague Hardware Co., Montgom- 
ery, Ala., advised that first it 


should be decided whether a pen- 
sion or profit-sharing plan or a 
combination of both would be best 
for the individual company. Once 
the plan is decided upon, explana- 
tory literature should be dis- 
tributed among employees. The 
types of plans most in use are: in 
surance plans, group annuity plans 
and plans handled entirely under 





Ss. D. May 





C. E. Hamilton 


the firm's own management. Al 
most any normal type of plan will 
pass government inspection and 
can be deducted as expenses before 
taxes, but the government does 
watch for any plans that would 
discriminate against any group, 
the speaker explained 

Mr. Rankin listed some of the 
factors which affect pension cost 
and then advised of the recent 
ruling revoking the long-standing 
30% stock-holder rule, which, in 
effect, denied the employer any 
tax deduction for his contribution 
to the pension plan where more 
than 30% of the contribution is 
for the benefit of those members 
of the plan owning more than 10% 
of the employer's voting stock. M1 
Rankin distributed copies of a 
number of plans used by southern 
hardware wholesalers 

In opening an informal dis 
cussion on “Major Appliance Sales 
and Service Problems,” J. W 
Hasson, House-Hasson Hardware 
Co., commented on the still large 
inventories of appliances at most 
levels of trade. Sales of televisior 
he said, are for the most part on 
an experimental basis in his area 
the market being limited by the 
lack of nearby stations 

Robert H. Baker, Fones Brothers 
Hardware Co., reported a decline 
in appliance inventories, but stated 
that some dealers still have 195) 
models in stock, a condition that 
may lead to price-cutting. In re 
gards to the installation and serv 
ice of television, Mr. Baker ex 
pressed the belief that the best ar 
rangement is for a retail dealer t 
have a “tie-in” with a 
service agency 

Edmund Orgill, Orgill Brothers 
& Co., explained that his company 
operates a complete service depart 


regular 


ment, and offers retail service on 


1 profitable bas 
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Henry J. Allison, Allison-Erwin 
Co., explained that the service de- 
partment operated by his company 
handles no retail service and func- 
tions chiefly to train dealer service 
men 


Budget System 


“Operating Under a Budget Sys- 
tem” was the subject of a discus- 
sion by A. L. Carr, Keith-Simmons 
Co., Inc., Nashville, Tenn. Mr. Cart 
recommended that a budget sys- 
tem be set up for a six-months 
period. The first requirement of a 
successful budget system is that 
the business be fully depart 
mentized, he said, otherwise deal- 
ing with one mass inventory of ali 
departments does not permit the 
location of deficiencies in judg- 
ment as to buying, as to inventory 
totals, turnover or gross profits. An 
important part of a budget is the 
merchandising forecast—which en 
ables sales to be predicted ac 
curately. Department managers, in 
making their merchandising fore 
cast, are furnished a list of thei: 
sales for the corresponding months 
of the previous year to serve as a 
guide 

Once sales predictions are com 
pleted, they are used as the basi 
for computing purchases and sales 
of individual departments in the 
six-month budget period 

“A budget is of little value un 
less proper monthly reports are 
made and corrective measures 
used immediately, especially on in 
ventories, assuming that expenses 
are properly controlled and sale 
efforts are correctly utilized,” Mr 
Carr said 


New Officers 


Association members accepted 
the report of the nominating com 
mittee, headed by R. H. Baker 
and voted into office as president 
Charles E. Nash, Nash Hardware 
Co., R. M. Miller, Railev-Milam 
Inc., was elected first vice presi- 
dent. while S. D. May. Bluefield 
Hardware Co. will serve as second 
vice president. T. W. McAllister 
continues as managing director 
and in addition assumes the duties 
of treasurer. H. B. Horsey, who 
has served as treasurer for the 
past several years, was named to 
the executive committee, along 
with W. E. Smith, Oklahoma Hard- 
ware Co. As the immediate past 
president, Fred C. Barksdale auto- 
matically becomes a member of the 
executive committee. Other mem 


bers of the executive committec 
are: H. L. DeLoach, Henderson & 
Baird Hardware Co.; C. E. Hamil 
ton, Odell Hardware Co.; and C. E 
Roberts, C. D. Franke & Co., Inc 
In recognition of his service a 
president of the association, Fred 
C. Barksdale was presented a 
handsome set of luggage 


© 


Excerpts from the Address 
of President Barksdale . . 


THAT THIS organization has been 
of value, not only to its members 
but to the entire hardware indus 
try and to the national econom) 
cannot be successfully disputed 
But today the opportunity, indeed 
the urgent need, for greater, mors 
comprehensive service is at hand 
Men trustingly elected and sworn 
to defend and preserve the consti 
tution of the United States have 
systematically injected into our 
government a poisonous philosophy 
of Socialism that threatens the 
very life of the America we have 
known. Today, the owner's biggest 
problem is not how to operate hi 
business efficiently and profitably 
but whether, indeed, he will be 
permitted to own it 

And this disheartening situation 
didn’t just happen. It was de 
liberately planned 

Certainly a big job lies ahead 






for every one of us as business 
men interested in our own eco 
nomic welfare and as citizens in 
terested in the preservation ol! 
Americanism 

While the four basic freedoms 
outlined in the constitution extend 
to all elements of our society, free 
competitive enterprise is the very 
core of America economic de 
velopment 

Although restrictions and tax 
burdens steadily mount, every day 
you are still working out improved 
practices and methods to keep in 
step with the march of progress 
Merchants and manufacturers In 
tall modern equipment for greater 
and safety. Doctors con 
tantly engage in extensive re 
search and keep in touch with the 
discoveries of science to improve 
i¢ health and comfort and 
lengthen the life span of man 
Lawyers strive to keep posted on 
the multitude of law daily going 
into effect to protect the sover 


efficiency 


t} 


eignty of the individual 

All this means you are following 
the course of free competitive 
enterprise, the system that ha 
made America the pride of het 
own people and the envy of the 
rest of the world 

But today our freedom is being 


forced nearer and nearer the 
precipice that will plunge us into 
all-out Socialism. Our fantastic 


(Continued on page 56) 
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For their long-time association with the wholesale hardware field, 
special recognition was given to W. F. Stephenson, left. Stratton-Warren 

ardware Co., and W. M. Teague, Teague Hardware Co., at the final 
business session of the SWHA. Familiar figures at Southern conventions 
for half a century, Mr. Stephenson and Mr. Teague can boast of a com- 
bined total of 123 years in the industry. Mr. Stephenson entered the 
hardware business in 1889 and attended his first convention in 1904, 
missing only two or three since then. He “retired” as vice-president of 
his company in January, 1952. Mr. Teague began his career in the hard- 
ware business in 1892 and is still active today. Over the years he has at- 

tended 50 conventions of the Southern Association 
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Newly-elected officers of the Alabama Retail Hardware Association. left 

to right: Mrs. Euna G. Ramsey, secretary-treasurer; C. R. Crawford. 

second vice president; J. D. Bell, president; Jack Callaway. past presi- 
dent; and William L. Kline, first vice president 


ALABAMA CONVENTION 


Wi A RECORD registration of 
ipproximatel 500 delegate 
the Alabama Retail Hardware As 
ociation held its 18th annual cor 
vention and trade show in Mont 
omery, Alabama, March 30-April 
1, with several prominent speakers 
ippearing on the program 

L.. V. Huggins, hardware retailer 
of Chapel Hill, N. C ised the 
letters in the word “selling” to cite 
even cardinal virtues for the 
salesman 
labor 
in the customer 


hardware service, en- 
learning, interest 


; wants, display of 


thusiasm 
merchandise, and going after an- 
other sale. Today's hardware re- 
tailer, he said, needs a “funda- 
mental revival of service in sell- 
ing.” 

Guy Coplin, who operates hard- 
ware stores in Guntersville and 
Scottsboro, Alabama, discussed the 
value of group insurance for em- 
ployees, pointing out that it cre- 
ated less turnover, built good will 
and provided for sick and injured 
employees 

Growth of the 
membership to rank with the best 
in the United States and the em- 
ployment of a full-time secretary 
and maintenance of offices in Bir- 
mingham was reported by Mr: 
Euna G. Ramsey 
urer of the group 

In his presidential addres Jack 
Callaway. Ensley Alabama, told 
dealers that their principal cu 
tomer losses came fron 
not knowing the merchandise. This 
fact alone, he said, acounts for 68 
percent of loss« He advised deal 
ers to clean up their tores and 


Association’ 


ecretary-treas- 


alesmen 
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display merchandise attractively 
train salesmen, diversify lines, co- 
operate with fellow retailers, and 
advertise 

Bruce Burgess, merchandising 
manager of the Union Fork & Hoe 
Co., advised dealers to build faith 
and confidence on the retail level 
by selecting their sales personnel 
carefully, giving them proper sales 
training, and devoting attention to 
public relations 

One-third of the retailer's prof- 
it is going into taxes, Sam Hays 
Birmingham tax analyst, told the 
dealers, and he urged them to 
‘squawk loud and long” if they 
did not want to be on the receiv- 
ing end of increased taxes for gov- 
ernment squandering 


Officers 


Newly-elected officers are 

James B. Bell, Clanton, president; 
William L. Kline, Flomaton, first 
vice president; and C. R. Crawford 
Jasper, second vice president. Mrs 
Euna G. Ramsey, Birmingham, was 
re-elected secretary-treasurer and 
presented with a gift for her out- 


standing work during the past 
year 

Directors elected were a 
Black, Alexander City; J. Oviatt 
Bowers, Tuscaloosa; Guy Coplin 


Guntersville; W. N. Dismukes 
Prichard; Leonard Housel, Gordo 
Silas Martin, Jr.. Wetumpka; W 
lr. Wild, Evergreen: Charles Rich- 
irdson, Tarrant City; Fred Patter- 
on, Headland: William Ramsay 
Aliceville: and Frank Ledbetter 
Attalla, Alabama 


Excerpts from the Address 
of President Barksdale . . 
(Continued from page 55) 


public debt is the result of prodigal 


and irresponsible spending, wast 


and corruption that jeopardize our 
ability to meet a national emer 
gency. There must be a limit to 
deficit spending and waste if ws 
are to avoid economic disaster 
TVA is only an introduction to a 
nationwide network of so-called 
valley authorities that will take 
over the power industry. Private 
banking must compete with nu- 
merous federal lending 
agencies. Staggering subsidies hit 


money 


citizens going and coming by rais 
ing both taxes and prices. Tax-free 
fatten on  tax-burdened 
competing private industry. So- 
cialized medicine dishonestly 
called “health insurance,” and 
socialized education are constant 
threats—and endlessly on and on 

The most depressing feature of 
our present plight is that it i 
nurtured by a putrid concept of 
political morals and official con- 
science. Too many in high office 
seem actually to think there’ 
nothing wrong with morally crim- 
inal misconduct if legal escape 
punishment can be _ pur- 


co-ops 


from 
chased 

There’s nothing free under the 
sun, mouthings of our “economic 
planners” to the contrary not 
withstanding. Every gift bears a 
price tag of obligation. Every 
blessing brings a responsibility. It 
is for us to meet our obligation t 
ee that oncoming generations in 
herit the opportunity bestowed 
upon us. It is for us to accept the 
responsibility to defend our free 
dom against the insidious maneuy 
ers of those who bore from with 
in, as well as against, belligerent 
attack by foreig foes. The time 
for indecision is past 

Official 
public 
faith in the 
the philosophy of our leaders is a 
dangerous threat to national safe 
ty. Don't forget. our only weapon 

the ballot box and government 
till is what we make it 

Thank God we still have mar 
capable and courageous men in 
public life who are working 
gainst great odds t 
land of ours. They need and want 
uur help. Our job is to turn on the 





conduct must inspire 


confidence. Lack of full 


ability ntegrity and 


a rescue this 
on 
light in our respective communi 


ties and arouse al 


apathetic pub 
hown 


political 


li Our people must be 
where fact end and 
propaganda begin 
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AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now 

Chain is easy to sell if you show it---get it out 
where customers can handle it. The acco Chain 
Sales- Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these "American favorites" now from your 
AMERICAN CHAIN wholesaler. 


IACCO American 
S: AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn 
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Promoting Paint Sales 
(Continued from page 38) 


peal and by its offer of easy park- 
ing 

“On this show we offer weekly 
special bargains in each depart- 
ment. We feature staple items in 
everyday use — the idea being 
to concentrate on one line until 
we feel we have covered it thor- 
oughly. The quality of the mer- 
chandise offered brings prospects 
of real future value to the store 

“We also use handbills, inserted 
in our neighborhood newspaper, 
that show pictures, descriptions 
and prices of both our regular lines 
and our seasonal bargain leaders 
in paint. The department manager 
rotates his displays to feature the 
painting seasons and new products 
and methods; and paint gets its 
fair share of our window display 
space also. Exhibits on rustproof- 
ing and other specialized products 
attract buyers to the paint dis- 
plays 


“For many years I have worked 
extensively in local civic and char- 
itable enterprises, and this has 

‘ for the re. The 


=e 


made friends store 
word-of-mouth recommendation 
QUALITY SEINE TWINE of such groups and of other satis- 
fied customers is probably the old- 
est, and still one of the best, of all 
premotions. We have paint cus- 
tomers whom we first served 15 
to 25 years ago 
“The more a home-owner knows 
about paint and the more confi- 
dence he has in his own ability 
and in our products, the easier it is 
to sell him. So it pays to educate 
customers systematically at every 
opportunity. The cut-rate compet- 
tition of the small paint store, with 
the liberal discount, is something 
we can't afford to worry about 
We stand back of our products 
100 percent, taking back unused 
paint, even unused parts of cans, 
when circumstances justify it 
Sometimes we feel it is wise to 


make adjustments that take all, 

. ee? & 4 or most, of the profit out of a deal; 

he ie and you just can’t do that, if you 
give your goods away 

“Often we offer good low-priced 


water paint and other similar items 
THE LINEN THREAD CO., INC to help people meet their budgets; 
but only when it is right for their 
needs. Then, we tell them the bet- 
ter product will be cheaper in the 
long run . 
“Another successful promotion 
is our subscription to a local serv- 
ice called the ‘Welcome Wagon,’ in 
which a personable young woman 
calls on all newcomers, newlyweds 


_ 








58 SOUTHERN HARDWARE for MAY, 1952 





o 8 







We gotta be 
in perfect shape 
to leave here! 














SOUTHERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 
undergo rigid inspection 


Before being okayed for shipment to you, every 
Southern wood screw is subjected to our unique and 
highly accurate inspection routine. No blanks, chips, 
burrs or otherwise imperfect screws are permitted to 
leave our plant. As a result, you can always be sure 
of receiving a full measure of uniform and perfect 
tasteners. 


Southern screws are precision-made from the very 
finest materials . . . high grade extruded brass wire or 
top quality selected sulphur steel wire. Their single- 
thread construction gives them extra ruggedness—no 
twisting or breaking. 

Wide range of sizes from 4%” No. 2 to 4” No. 20 in 
steel and 4” No. 16 in brass. Slotted or Phillips heads 
Write today for the Southern catalogue 

FACTORY WAREHOUSES 

4100 Dell Ave 325 W. Ohio & 
North Bergen, N. | Chicago 10, Til 


280 Decatur 5. I 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


110 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


® © © © @®@ ® 
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One of the many extra-benefit 
features built into 





CLAMP PLATE ENGAGES SCREW HEAD... 
MERELY TIGHTENING CLAMP PLATE SCREWS 
FIRMLY FIXES LOCK ASSEMBLY IN DOOR... 
SAVES VALUABLE INSTALLATION TIME 


Shown here is another step 
in NATIONAL LOCKset's 
remarkably simple instol- 
lation procedure. Exten- 
sively field proven on the 
job, NATIONAL LOCKset is 
fast becoming the Number 





1 favorite among contrac- 
tors, builders and architects because of 


its important savings of valuable time. 


AMERICA'S OUTSTANDING LOCKSET VALUE 


@ KEY LOCKS @ KEY CONTROL LOCKS 
@ TURNBUTTON LOCKS @« PUSHBUTTON 
LOCKS @ PRIVACY LOCKS @ KNOB LATCHES 


Compore NATIONAL LOCKset point for poirt 
with any other lockset on the morket. Note the 
use of rust-proofed, selected cold rolled stee 

the lock mechanism Note the absence of any 
die-cast parts. Examine its exclusive engineering 
feotures Make your decision only ofter you 
hove investigated NATIONAL LOCKset thoroughly 


ORDER FROM YOUR SUPPLIER 


DISTINCTIVE HARDWARE... ALL FROM! SOURCE 


IN NATIONAL LOCK COMPANY 
be 


Rockford, Illinois 
Merchant Sales Division 
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and new parents in town. She rep- 
resents 10 stores, one in each line, 
and she leaves our large business 
card (which lists all our services) 
and also gives the recipients a gift 
from us a handsome china dish 
with our name engraved on it in 
gold leaf, or perhaps a gift cer- 
tificate for some item in the store 

“Women are given a special wel- 
come in our paint department, for 
they have a hand in two-thirds 
of the paint purchases. They are 
especially interested in color com- 


binations, and we make full use 


of our charts to stimulate their 
interest and help them carry out 
a really good job 

“Promotion of paint sprayers al- 
so helps sell paint, for modern cus- 
tomers like to perform jobs quick- 


ly and easily, and by the latest 
methods 
“Though we save floor space in 


store by keeping much of our 
reserve paint stock in our large 
warehouse, we make sure that our 
skeleton stock on display is im- 
pressive enough to suggest the 
broad lines and complete service 


the 





happily belote/ 








The ALL new 


U.S.ROYAL RIDER 


JET RIDE’ 


Quicker on the getaway... 
faster on the straightaway... 


Exciting New Pedal Power—Profit Power! 





44 LIV G7, 7 

















U.S. ROYAL 


© Pedals twice as easy as any other 
balloon tire made! Gives your customers 
Pedal Power that does what pedal-pumping 
once did—and coasts 165% Carther. It's the 
"yet ride’’ design that does it! 


® Lasts Twice as Long as ordinary 
bike tires! Extra-tough rubber tread 
backed up by 3 layers of Super-strong Rayon. 


® Maneuvers like a “‘Lightweight”’— 
Special Narrow Steering Treads for real 
bike control. 

® Grips and Holds the Road in all 
directions! 

ma. Dtaten—The Royal Rider is the 
biggest profit maker in the bike tire 
business—another of 

U.S. Royal's firsts that 

keep U.S. Royal Dealers 

‘way ahead in sales, 

profits and customers! 


BICYCLE 
TIRES 


PRODUCTS OF UNITED STATES RUBBER COMPANY 
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records show 
products are 


we offer. When our 
that certain paint 
falling below what we consider a 
reasonable potential in we 
try to determine the reasons and 
remedy the situation by improved 
display and promotion of that item 
at the logical time 

“Real selling is again the order 
of the day, following the sales ‘let- 
down’ caused by scarcities of the 
postwar period. And we stress 
real values, which today’s customer 
insists upon. We explain, for ex- 
ample, that synthetic paints, on 
the whole, are best for metal sur- 
faces, and we tell customers about 
the wax surface renewers for stra- 
tegic spots on refrigerator doors 
Accessories of all types are fully 
promoted in our all-around sell- 
ing plan 

“If we 
contractor 


sales, 


recommend a painting 
for a job, we make cer- 
tain that we select a good one, for 
both the dealer and contractor 
have to work together to retain 
the customer's goodwill. Though 
we have little trouble in meeting 
brand competition, if a customer 
has already started a job with a 
rival brand, we advise him to fin- 
with the same paint.” 


* 


ish 


Springtime Volume Item 
(Continued from page 39) 


the salespeople on their toes. Many 


times, when I'm waiting on the 
customer for a faucet set or a small 
repair part for the commode, I look 


around and see something on dis- 
play that I can point out and sug- 
an additional purchase.” 
Marsh likes to stimulate 
through- 
Because 


gest as 

Owner 
the serve-yourself 
out his attractive store 
people buying new faucet sets and 
other plumbing parts usually have 
their minds set on improving the 
home, he has set up an attractive 
serve-yourself display of enamel- 
ware near the plumbing parts cab- 
inet. Few women pass the display 
without pausing to look at it or 
to select an item 

In addition to plumbing fixtures 
of all kinds, Marsh also sells com- 
plete kitchens, including cabinets 
He does not stock the cabinets, 
but the customer through 
catalogs 

No installation service is offered, 
but a local plumber handles such 
service through the store. Calls 
for plumbing repairs and service 
jobs are relayed to him 

Marsh considers plumbing fix- 
tures one of his best traffic-build- 


idea 


serves 


1952 
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AT YOUR SOUTHERN SERVICE... 
TWO BRANCH WAREHOUSES . 
IN THE SOUTH . 


We recognized in 1940 the growing South by opening a 


2 een. 


branch warehouse in Atlanta, Georgia. Now we 
have added another service unit in Hollywood, Florida 
From each of these branches you can have same day or 
24-hour service on all sizes, shapes and kinds 
of metal mouldings. nosings. edgings, etc 
These warehouses have complete stocks of metal 
mouldings. They are in business to better serve the South. Phone, 
wire or address your inquiry or order to 
Hollywood. Fla. — 2334-2336 Hollywood Blvd. 
Atlanta, Georgia — 363 W. Peachtree N. E. 
These branches can also expedite 
inquiries for industrial and commercial aluminum extrusions. 


YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. Prospect St. - Youngstown 6, Ohio 


ATLANTA, GEORGIA HOLLYWOOD, FLORIDA 
363 W. PEACHTREE N. E. 2334-2336 HOLLYWOOD BLVD. 
6! 








ers. Being a general hardware deal- 
er in a small town, he does not feel 
that he can give too much dis- 
play space to major plumbing fix- 
tures, but they do get their turn 









DECORATED 
for occasional window display 
BUILDING PAPER Even bathtubs are shown in the i 
fer window at times 


“We like to keep the people 
BEAUTIFUL WALLS here reminded that we can serve 
them in anything they need in 
plumbing fixtures and supplies. We 
nearly always have something in 
the plumbing line in one of the 
windows, if it is only small repair 
parts,” he pointed out 

“And I'm not discounting those 
small repair parts as a volume 
producer Actually, they bring 
more people into the store than 
the major plumbing items 


* 


Insect Wire Screening 
(Continued from page 41) 


installed in old wooden frames 
which previously contained bronze 
screening, all of the old copper 
tacks should be carefully removed 
and the frames should be thorough- 
ly scoured with a stiff brush and 
strong soap and water to remove 
every trace of copper salts. Any 
least trace of copper left embedded 
in the wooden frame will quickly 
attack and eventually destroy the 
aluminum screening. 

These same principles should be 
observed in fastening screen 
mouldings over the edges of insect 
wire screening in wooden frames 
Steel brads should be used in 
combination with steel and alum- 
inum screening. Brass escutcheon 
pins or brads should be used for 
fastening mouldings which covet 
bronze screening 

These are small, but very im- 
portant, points for retail store 
clerks to remember when selling 
insect wire screening over the 
counter. Every sale of screening 
should be accompanied by a sale of 
tacks and brads for installing it, 
but selling the right kind of tacks 
is imperative; otherwise a dis 
Tack iA On Paste Tz gruntied, rather than a satisfied 

customer is almost sure to be the 


end result—and maybe the “end” 








There's a bright beautiful Wallrite design of a good customer. 
for every room in the house ” 
Manufactured Exclusively by Building Gun Sales 
FLEMING & SONS, INC. (Continued from page 42) 
Delleas, Texas 


NEWSPAPER and he is familiar with the desires 
(NEWSPAPER MATS identical to this are available to deolers) of each. If a collector, for example, P . 
is looking for a particular caliber 
of Belgium-made automatic, or a 
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| 98 Years 


«Of continuous effort <a 
for improvement in design, 
quality and merchandising. 


For nearly a century, WARWOOD TOOL COMPANY has been serving Hardware Wholesolers and Supply Dis- 
tributors, and through them Industry, Agriculture, Mining and Railroads and has been constantly striving to 





improve that service. 

For almost 100 years the name WARWOOD has been a guarantee of the finest in Forged Hand Tools. As 
production methods have improved over the years, so has designing and 
processing, and today WARWOOD TOOLS, accurately forged, correctly 


designed and scientifically heat treated, are the mark of real craftsman 
















WARWOOD ship! Warwood Workmanship Makes The Difference! 


PATENTED Finished in WARWOOD Blue, with clear lacquered handles, WARWOOD 
CARTON Tools are a symbol of quality. 


Wade RIGHT! Packed RIGHT! 


Patented carton for shipping 
Mauls, Hammers and Sledges 





with handles assembled. 





Sleeve keeps handles clean 
and in good condition. 


Cartons dovetail for easy stack- 


ing on floor or pallets, saving 






warehouse space. MBBBULUESZLE 


CENERAL CONSTRUCTION 


Can be re-shipped without opening. Beasaesseesbembemaiaieel 
MINING AND INDUSTRY 


RAILROAD TRACK 


WARWOOD TOOL COMPANY MAINTENANCE 






WHEELING, WEST VIRGINIA 
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Get the benefit of top-quality bolts, packed in 

clearly-labeled, redow 1 corrugated board con- 

tainers. Use the up-to-date information of our 

concise, simple to use catalog to order and 
stock Buffalo Bolts. 

You'll get the perfect combination of supe- 

rior bolts in superior cartons at the same 

price as ordinary bolts. Order in either car- 

5\ load or Lcl lots. They're easier to stock, 

catalog NO. and handle .. . move better. Write for 

/ Catalog #51 and also ask for circular on 

—— uantities, weights and types of bolts in 

Handy Pack cartons. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 








45 Colt pistol, he makes a nota- 
tion of it, and when he has such 
a gun in stock, or knows where 
it can be obtained, he relays the in- 
formation to the prospect. Hul- 
bert’s sense of value with pistols 
has made it possible for him to 
sell and trade advantageously, tak- 
ing in many old models, refinish- 
ing them himself, and offering 
them to customers who must bud- 
get their pistol purchases 

The size of Hulbert’s pistol in- 
ventory has been increased also 
by going after the “home defense 
market.’ With a boom in industrial 
operations in the area, establish- 
ment of two large military bases, 
etc., population has _ increased 
sharply, and many home-owners 
have purchased pistols for home 
defense 

Net results of “pistol specializa- 
tion” in this way, close cooperation 
with clubs, and exploring each 
market potential has been the fact 
that the percentage which pistol 
sales represent in yearly volume 
is almost twice that of the aver- 
age sporting goods store, Hulbert 


said 





WASHINGTON NEWS 





(Continued from page 26) 


paring these current reports 

OPS points out, however, that 
retention of those provisions of 
Section 53 requiring retailers to 
report and preserve for inspection 
base period records of initial 
markups or gross Margins insures 
the OPS a yardstick by which to 
measure future increases or de- 
creases 


° 


Additional Steel Allotted 
for Consumer Durables . 


TEN PERCENT increases, on an 
automatic basis, in first quarter 
1952 allotments of carbon steel 
for an enlarged number of civilian 
products are now issued by NPA. 

The prior list of civilian products 
has been supplemented to include 
all products which can be made 
with types of carbon steel now a- 
vailable and which do not require 
additional quantities of scarce ma- 
terials or products. 

The supplementary allotments 
are being issued on Form CMP-10 
to all manufacturers on the revised 
list who received a first quarter 
allotment of carbon steel. Excep- 
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makes 13,500,000 good impressions 
to help you sell fence and roofing 





OUR best customers receive a visit from a 
Y“crineed I.C.I. salesman” at least once or 
twice a month. They are constantly being 
urged to visit the U-S-S dealer when they need 
fence, roofing or other steel products. 

This advertising tells farmers how they can 
save money by using Tenneseal Roofing 
or how they can make their work easier with 
U-S-S American Fence. 


These advertisements are placed in the most 
popular southern agricultural magazines where 
your customers read them. The cumulative 
effect of this campaign, combined with good 
products and effective local radio programs, 
has made Tenneseal V-Drain Roofing and 
American Fence the “Favorites of the South”— 
a fact that means steady, profitable business 
for you in the years ahead. 


U°S°S AMERICAN FENCE 





DISTRICT OFFICES: CHARLOTTE - FAIRFIELD 
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U°S°S TENNESEAL V-Drain ROOFING 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: FAIRFIELD, ALABAMA 
HOUSTON - 


JACKSONVILLE + MEMPHIS - WEW ORLEANS ~ TULSA 
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Amariiie Har¢ware Company Amaritie Texas 
American Hardware Supply Co Pittsburgh Pa 


Bard Hardware Company Gainesvitie fia 
Baker & Hamilton San Francisco, Cal 
Belunap Howe & Mig. Co. Loursvilie, Ky 
Benson, 1. A Co Saltmore, Ma 

Bilhngs Hardware Co. Billongs. Mont. 
Biuctietd Hardware Co. Bluefield W Va 
Bluefield Supply Co Bluefield W Va 


Budrow & Company Los Angeies. Cai 

Buyrn, Old & Eaton, inc. Nortoik, Va 
Catiforma Hardware Co. Los Angeies, Cai. 
Carisie Hardware Co. Springheld, Mass 
Centr ai Wholesale Co Base. idaho 
Charieston Hardware Co. Charleston, W Va 


Dawson, G. R. & Son Chester, S. Carotina 
Orumhetier Company Walla Walla, Wash 
Dunham, Carrigan & Hayden Co. San Francisco, Cat 


Emmons Hawtins Hdwe Co Huntington W Va 
Ert Hardware Co. Lewiston, idaho 
Ernst Hardware Co. Seattle, Wash. 


Fampert Hardware Co. New York, NY 
Farwelt-Ormun Kirk & Co. St Paul, Minn 
Foster Thornburg Hardware Co. Huntington W Va 


Genera! Hardware & Supply Ptulipsburg. Pa 
Geshorn Hardware Company Charleston W Va 


Hall & Company Spartanburg, $. Carolina 

| Hardsocg, Marta The. Company Pittsburgh. Pa. 
| Hibbard, Spencer, Bartiett & Co. Chicago, Ithnes 

stocking and Holmes Hardware Company Puebio. Color ado 

House Hasson Hardware Co. Kaorvilie Tena 

Hulfish, Werth & Sons Alexandria, Va 

Hunt & Mottet Co. Tacoma, Washington 


Janney Semple Hill & Co. Minneapolis, Minn. 
Jetace Hardware Co. inc. Jetiico. Tenn 
Jensen-Byrd Company Spokane, Wash 


Kane & Keyser Hardware Co. Belington, W. Va 
Kruse Hardware Company Cincinnat. Ome 


Leonard, Chas. Hardware Co. Petersburg, W. Va 
Loewenstein & Sons Charleston, W. Va 

Logan Hardware & Supply Logan. W. Va t 
Lovett & Company, inc, Wrightsville, Ga i 
McClung, C.J. & Company Kaorvilie, Tenn. 
Marwell Whotesate Hdwe Co. Oakiand Cal 

Miller, CH. Hardware Company Huntingdon, Pa 
Momsen Dunmgan Ryan Co. E! Paso, Tex 

Moore Handley Hardware Co. Birmingham. Ala 
Northern Wholesaie Hdwe Co. Portland. Oregon 
Oktahoma City Hardware Co. Oklahoma City, Okla, 














Paxton & Gatlagher Co. Omaha, Neb. 
Perungers, inc. Charleston, W. Va 
Persinger Supply Co. Williamson. W Va 
Pritriaft Héwe, John Milwaukee Wis. 
Prutzman, H.C. Company Altoona, Pa. 


Rateigh Hardware Co. Beckley, W. Va. 
Ravel Bros. inc Albuquerque, N Mexico 


Schelty, C. Y. & Bros. Allentown, Pa. 
Schiatter Hardware Co. Fort Wayne. indiana 
Selier Bros. & Company San Francisco, Cal. 
Shapleigh Hardware Co. St. Lows Me 
Somers, Fitter & T Pittsburgh. Pa. 
Southern Hardware Company Charleston, W Va 
Southern Hardware Co. inc. Helena Ark 
Southwestern Hardware Co. Oklahoma City Okla 
Strange Jones Hardware Clinton Orla 
' Stratton & Terstegge Co. Lowrswille, Ky 
: Summers Hdwe & Supply Co. Johnsen City, Tena. 
Superior Sterling Company Bluefield W. Va 
Swank Hardware Co. Johnstown. Pa 


Thomson Ovggs Co. Sacramento. Cai 
Townley Metal & Howe Co. Kansas City, Ma ' 
Tryon, Edw. K. Company Philadeipma, Pa | 


Valley Supply Company Elkios W Va 
Wathins Cottret! Company eens Va 


eee 





Wimberty Thomas Hdwe Co. Birmingham. Ala 
Weedward Hardware Co. Cairo. liners 
Werth Hardware Company New York, NY 























































































tions are those applicants whose 
stated requirements for the first 
quarter of 1952 have already been 
fully met or those who have filed 
first quarter 1952 allotments on 
Form CMP-12. 

Some products on the origina! 
list have been omitted from the 
new one, either because the man- 
ufacturers of the omitted product 
do not need additional steel or can- 
not use it unless they also obtain 
supplementary allotments of other 
controlled materials 

The supplementary allotments 
can be used by a manufacturer to 
obtain additional quantities of the 
more plentiful forms of carbon 
steel, such as cold rolled strip and 
sheet; hot rolled strip; tin mill 
black plate: welded carbon me- 
chanical tubing; and hand mill hot 
rolled sheets 

The new list of products eligible 
for an automatic 10 percent in- 
crease under the conditions pre- 
viously stated includes: wheeled 
goods, toys, fishing tackle, sport- 
ing goods, fireplace equipment, bi- 
cycles, home laundry equipment 
home-freezers, cutlery, kitchen u- 
tensils, wire products, cooking 
stoves, heating stoves, and numer- 
ous other products 


a 


Utensil Makers Request 
Raised Aluminum Supply 


AN INbusTRY Advisory Commit- 
tee representing manufacturers of 
aluminum utensils has advised the 
NPA that allotments of aluminum 
for making cooking vessels are not 
sufficient to meet civilian demand, 
and asked that its aluminum al- 
lotment percentage for the second 
quarter be raised from 30 to at 
least 35 percent 

An NPA survey shows that em- 
ployment has dropped an average 
of 29 percent since the pre-Korean 
period and layoffs will rise 40 per- 
cent if the second quarter allot- 
ments are not raised 


° 


Supplies of Nitrogen 
Fertilizer to Increase 


DESPITE THE limitation on sul- 
phur which went into effect last 
December, the National Production 
Authority expects a ten percent in- 
crease in the supply of nitrogenous 
fertilizers this year 

Higher rate of operation, great- 
er use of spent and metallurgical 
acid, and adjustment in base per- 
iod allotments are given as the 
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reasons, by O. V. Tracy, Director 
of NPA’'s Chemical Division. 

Mr. Tracy questioned the neces- 
sity of a superphosphate distribu- 
tion order in the face of the indus- 
try’s cooperation in working out a 
solution for this problem. 

NPA is of the opinion that 95 
to 98 percent of the phosphatic 
produced this year will be deliv- 
ered without any dislocation of 
supply. If regional shortages do ap- 
pear, however, the flow of sul- 
phuric acid will be adjusted in or- 
der to take care of them, Mr 
Tracy said 

The trend toward solid nitrogen 
materials, especially urea and ni- 
traphosphates are becoming im- 
portant and with growing domes- 
tic technical knowledge, it is ex- 
pected that urea output particular- 
ly will increase sufficiently to be 
of use to our expanding agricul- 
tural and industrial requirements 

It is estimated that by 1955 more 
than 500,000 tons of urea will be 
available, and as the need for con- 
serving sulfuric acid becomes more 
urgent, greater use of nitric acid 
processes may be expected, accord- 
ing to NPA. 

Data on chemical nitrogen and 
phosphatic fertilizer supplies for 
1951-52; estimates on the total sul- 
fur requirement for the production 
of super-phosphates, and an out- 
line of future prospects for the 
production of urea and nitraphos- 
phates are contained in Mr 
Tracy's resume 





BUSINESS TRENDS 





(Continued from page 28) 


clined 217 million, while loan 
credit advanced 24 million 

Non-installment credit outstand- 
ing dropped 367 million dollars 
over the month to 6.8 billion large- 
ly as a result of liquidation of 
charge accounts. Charge account 
credit outstanding in January was 
about the same as a year earlier 
All consumer credit outstanding 
totaled 20.1 billion dollars, a 
seasonal decline of 560 million 
from December. This compares 
with more than 19.9 billion on 
January 31, 1951 


4 


Censumer Goeds Survey 
Reports Adequate Supplies 
A SURVEY OF retail stores in five 
cities during January revealed that 
most of them had adequate inven- 
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YOU'LL MAKE A SaLE 





WHEN YOU CAN SAY.-- 


Ure: 


WE'VE GOT 
KESTER 
SOLDER” 


| Your customers know Kester Solder. They've seen it 
advertised for years, and they know Kester Solder's 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales that’s why it's good business for you 
to stock the best — Kester Solder 


THIS IS OUR ACID-CORE SOLDER 


The ideal Flux-Core Solder for / 
general work about the home, on , 
the farm, in the small or large shop 
—anywhere. Made from neu 

metals only. On 1 Ib. and § Ib 


spools the economical sizes. 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects no 
electrical leakage. Same as used by 
Original equipment manufacturers. 


On | Ib. and 5 tb. spools. 


FREE! 16-page booklet 
“Soldering Simplified,” 
tells how te solder every- 
thing. Write fer your 


supply todoy! 





KESTER KESTER SOLDER COMPANY 
4225 Wrightwood Ave., Chicago 39 


SOLDER Nework 5, New Jersey * Brantford. Canodo 
Sell KESTER and you sell the BEST! 
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% GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
strength and rust resistant qualities 


% QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 & 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


% CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 
eliminated, appearance improved. 
Light, strong, durable, and pleasing 
to the eye. 


Write tor 
free catalog today. 


KEYSTONE WIRE CLOTH CO. 
Wanover, Pa., Fostoria, Ohio 
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tories of 37 selected essential con- 
sumer durable goods, NPA has 
announced 

The survey was made in Boston, 
Philadelphia, Cincinnati, Birming- 
ham and Houston as a joint project 
by NPA's Office of Civilian Re- 
quirements and the Office of Price 
Stabilization conducted by the Bu- 
reau of Labor Statistics 

While reports of low inventory 
levels were relatively infrequent, 
some stores reported low stocks in 
17-inch table mode] television sets, 
low priced radios, automatic wash- 
ing machines, aluminum §sauce- 
pans, and kettles, appliance cord 
sets, pressure canners, standard 
electric irons, kitchen knives, hand 
egg beaters and garbage pails 

On the other hand, flatware, 
hand-type can openers, non-elec- 
tric alarm clocks, hot plates, heat- 
ing pads, standard gas stoves, mat- 
tresses, bedsprings, sofa beds and 
studio couches appeared to be in 
a relatively strong supply position 


. 


Reo Reports Record 
Sales Volume ... 


Reo Motors, Inc., Lansing, Mich- 
igan, in its annual report to stock- 
holders, reported a 1951 sales vol- 
ume of $112,756,340, an increase 
of 96 percent over the preceding 
year, and 44 percent greater than 
the previous highest year in the 
company’s history. Net profits af- 
ter taxes amounted to $2,422,394 


o 


Olin Industries Reports 
1951 Sales Volume .. 


NET INCOME of $12,108,673 after 
taxes on total sales of $168,185,- 
679, was reported for 1951 by John 
M. Olin, president of Olin Indus- 
tries, Inc., in the company’s report 
to stockholders released recently 
Net income before taxes was $29,- 
568,149 


° 


Increase in Factory 
Sales of Washers. . 


FACTORY SALES of standard-size 
household washers in February 
totalled 255,864 units, compared to 
213,998 units in January, a gain 
of 19.5 percent, according to a 
recent announcement by the A- 
merican Home Laundry Manufac- 
turers Association. The February 
total compares to an industry-wide 
total of 341,328 units sold in Feb- 


ruary, 1951, a loss of 25 percent 





Every Family is a 
Customer for 


SouTH Beno Croquet! 


— and South Bend 
Has 12 Models For 
Every Family Need! 


The word Tremen- 
dous does not exag- 
gerate the appeal of 
South Bend Croquet. 
This famous game is 
a natural to satisfy 
the ever increasing 
interest in family 
recreation. The com- 
plete line of South 
Bend enables you to 
offer a croquet set 
to fit every family 
purse. 12 models are 
available, each in 
strikingly smart col- 
ors and all of qual- 
ity construction. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th Sc.. N.Y 
South —Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn 
Midwest—South Bend Toy Mfg., So. Bend, Ind 
Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif 
Denver & Pac. N. W.-Leo Scherrer, 2840 W. 

9 sed St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 Ease 

s4th Street, New York City 
SOUTH BEND TOY MFG. Co. 
SOUTH BEND 23, INDIANA 


‘SOUTH BEND 


©. 


oy 


AMERICA'S FAMILY GAME 
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recognized as such by consumers who, 
know and demand quality...“ 








CHAS. 8 SCOBEE 
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Pee Gee Paints! 


And Pee Gee is proud of such 
mutually profitable dealer rela- 





tionships built up through the ° os ‘ 
. x 5UCCess in; . thes 
years everywhere in the South. Smal) .."° ™Y have a M11 degre, Me Pelations 
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of the industry’s most progressive 
research laboratories. 


er 24 
-_ Pleasa, t 
? 


Yours Very truly 
We'd like to point out to you - : 
the many profit advantages of , 


7, 
the Pee Gee line. Write now ant eke e 
. .. some dealerships are open. 


COBEE BR 
OS. HARD 
iy NARE Co, 





4 PAINT & VARNISH COMPANY 
= 223 N. 15th Street, Lovisville, Kentucky 


Serving the South Since 1867 
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A truly fine \ 

tool that sets 
drives and 

pulls nails 


easier 














HENRY CHENEY HAMMER CORP. 


LITTLE FALLS, N.Y. 
U.S. A. 











INDUSTRY NEWS 





(Continued from page 32) 


coach offers a comfortable lounge 
at the rear for dealers to discuss 
their problems with the repre- 
sentatives. A rear exit permits an 
uninterrupted flow of traffic 
through the interior 

Advance cards will announce 
the Rollorama’s arrival in each 
town visited 


* 


Y & T Announces Southeast 
Sales Appointments ... . 


TWO SOUTHEASTERN sales ap- 
pointments are announced by Yale 
& Towne’s Stamford Division, 
Stamford, Conn 

Harry G. Talgo of Meridian, 
Miss., has been named southeast- 
ern district manager, and will di- 
rect the sale of Yale locks and 
builders hardware as Yale & Towne 
representative in Arkansas, Louis- 
iana, Mississippi, Tennessee, Ala- 
bama, Florida, Georgia, South and 
North Carolina. Since 1948, he has 
been Yale & Towne sales repre- 
sentative in Louisiana, Mississippi 
and Alabama 

Edward Rosic of Stamford, 
Conn., will replace Mr. Talgo as 
sales representative in Louisiana, 
Mississippi, and Alabama. Since 
joining the company in 1948, he has 
had experience in the firm's pro- 
duction and engineering depart- 
ments and most recently has been 
in the field service engineering 
department 


e 


Dalton Co. to Represent 
Permite in Southwest . . 


THe Darton Co. of Dallas, 
Texas, manufacturers’ agents, will 
represent Aluminum Industries, 
Inc., Cincinnati, Ohio, on its line of 
Permite aluminum paints and 
varnishes in the states of Texas 
Oklahoma, Louisiana and Arkan- 
Sas 

Announcement of the appoint- 
ment was made by Lyle B. Paris, 
sales manager of the Paint and 
Varnish Division of the Cincinnati 
firm 


* 


Loewe Bros. Conducts 
Sales Training School 


THe Lowe BROTHERS Co. recent- 
ly conducted a five-day sales train- 











@ 25,000 BTU Size, single unit. 

@ 50,000 BTU Size, dual unit, 
(heat outlets for two rooms are 
on the opposite sides of the 
wall). 

@ Entire unit above floor level for 
easy cleaning below. 

@ Adaptable for use with Robert- 
shaw or General controls. 

@ Royaltex finish is designed to 
blend with any color. 

@ Has famous lifetime Royal cast 
iron burner with drilled raised 
parts. 

@ AGA approved for Nat., Mfg., 

or LP Gas. 





CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 
Chattanooga 6, Tennessee 
QUALITY ...SINCE 1891 
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TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 









World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Ackermann - Steffan Div. 
PARKER MFG. CO. 


Worcester, Mass. 





Q64264 4464466464644 





























| 


Insist on 
TROJAN by name 











= r 
FOOT AND CHECK 


with the 
famous 


race 





THEY CAN'T LEAK 
Strotafio Foot ond Check Volves 
end leakage troubles, sove their 






cost mony times over in service 
calls. Idea! for jet type pumps 
Ask for Bulletin 203 


order from your jobber 


STRATAFLO 


PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


SOUTHERN HARDWARE for MAY, 1952 


The WRIGHT name is your 
querantee of top quality in 
gelvanized hardware cloth. 
Carefully woven, heavily and 
brightly gelvanized, « Wright 
quality product all the way 
from rod to you. 
Sesthern Representatives 


LAWRENCE J. BALDWIN 
& SON 


se Gonna 
New Orieens 12, Le. 


STEEL 


¢. WRIGHT wire co. 











MFRS. OF RED 


: “7 
iT j 
Philadelphia 6 Po 


ARROW NON-JIGGLE TANK BALL. 


7I 





iy \ oe ing school in Dayton, Ohio, for new 
/* . sales representatives in the firm's 
; sales organization 
: The training school, which was . 
- under the general direction of 
Mark Pennell, sales engineer, is 
} f a held each year to inform new sales- 
' S 
OR 





tributing and marketing system 
products and manufacturing facili- 
ties, and current sales and adver- 
tising programs and policies 
Included in the group were 
branch managers, branch outside 


men about Lowe Brothers’ dis- 
o} 





oe 


y ? d eo - salesmen, and trade salesmen 
ie P from each of the firm's six district 
: areas 


/ 





/. ' 
\ oy 


WHOLESALER NEWS 





(Continued from page 34) 


r. i Piedmont Hardware Co. 
Lets Warehouse Contract 


; ~ 
f \ PIEDMONT HARDWARE Co., Dan 
Wew wn ville, Virginia, recently let the 
" 2" contract for construction of a new 
; warehouse, located about three 
blocks from the firm's main office 
E® and warehouse 
To be a one-store building, 300 x 


150 feet, the new addition is 
up a tantalizing tuss. Floats high. contend eee mene Stet to 
Ideal light action casting rod lure, - ocated on five acres o anc re 
too. 6 finishes. No. 916 — $1.25. cently purchased from the South 

FIN-DINGO ane ern Railway Co. It will increase 
w-sinking lure the company’s floor area by ap 


: ones. Realistic 
lam Cases easily proximately one-third. Design of 








SPIN-1-DIDDEE” 
A 1/4 oz. size of the famous Nip-I- 
Diddee*—for spin casting. Phenom- 
enal fish —_—s ability. Only 2-1/4" 
long with flashy spinners that kick 


WEE-NIPPEE® 


Make fools out of This Advertisement, Appearing 


Nip-I-Diddee’. P - 
medium action ce in Outdoor Publications, wi medium action the building will permit later ad 
ning rods. Sem influence More Than 4,000,000 ell, too. Length ditions, as conditions warrant, ac 


2-3/8". Weight 
No. 912 $1.35 


Molded plastic 


165 — $1.25 cording to E. W. Johnston, execu 


tive vice president and general 
manager of the organization 


4 CNWMES ¥O oS CAW ys GAS 7 The new building is expected to 


be completed by June 1, 1952 


Anglers. Ask Your Jobber Now! 











DEPENDABLE® LINE Nylon ° 


for squidding and other sale 


water fishing, 24 to 10815. | Asbury Retires After 
tests $1.40 up per 50 yar. | 44 Years of Service 


BLACK-ORENO® LINE Fin 
est casting line made. 
Nylon 10 to 40 Ibs 
tests $1.20 up, silk—9 to 
24 Ib. tests $2 up, per 50 
yard spool 


es oe Camoufiaged ONE OF THE real pioneers of the 
Nylo asting Ot 
Nylon casting line in 10 t0 | Hardware business in the Texas 


EXCEL-ORENO" FLY LINE 40 Ib. tests $1.20 up per 50 
Panhandle—H. A. Asbury, execu 


New finish won't crack 


chip or peel. Double and a . . _— 

bug tapers, silk $11, tive vice president of the Morrow 
Nylon $9.50. Level DECEIVER® SPINNING LINE Thomas Hardware Company of 
sizes, silk—$2.20 up, Ny- Sott pliable camouflaged Mon Amarillo—has retired 

lon — $1.95 up, per 25 eSement Nytoa. 2 to 8 & Mr. Asbury, who had directed 


yard coul, tests $1.10 up per 100 yards 





the firm's financial program 
stepped down March 1 after 44 
years of service. And, his as- 
sociates point out that he can look 
back with pride at having made a 
brilliant success in his chosen field 

As a business man of the old 
school, such modern conveniences 
as a computing machine and othe 
mechanical aids never adorned 
his desk. He dealt with the vast 
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Gpecialized 
FARM EQUIPMENT 


The Hume trademark means 
proven designs, proven quality, 
proven salability — a special- 
ized line with big volume, big 
profit potential. 





Picks up down-tangled crops of small 
grain and soybeans. Fit all combines. 





MYDRO RIG DISK FRAME 

Makes your present disk a rigid, hydrau- 

lic disk — also acts as disk transport. 
a 


PERFO 
CROP GUARD 
Allows for high-speed cultivation of 


small plants without damage from 
lumps, smothering 








TractoR-Rower (left) cuts and wind- 
rows in one operation. Windrow Loader 
loads at high speed. The perlect green 
crop harvesting team 


All4a MANUFACTURERS 
of Cut-Lode Harvesters, Lifter Guards, 
Floating Cutter Bars. Write for details 
on the Hume line and dealership 


H. D. HUME COMPANY 
Mendota 26, Illinois 














complexity of figures his job de- 
manded without ever taking a 
back seat to anyone aided by 
modern machinery 

His associates say that nobody in 
the firm office could come close to 
him in speed or accuracy and that 
others in the office couldn't touch 
him on the volume of work he pro- 
duced day after day with his in- 
comparable “pencil figuring.” 

A relentless worker, Mr. Asbury 
was usually down at the office at 
five in the morning. But, he 
doesn’t believe the pace that might 
be expected to kill some people 
ever hurt him a bit. “I've never 
had a spell of sickness, nor taker. 
what you would call a vacation 
he said 


e 


Elliot and Vander Meer 
Buy Spicola Retail Store 


THE RETAIL hardware store for- 
merly owned and operated by The 
Spicola Hardware Co., Inc., Tam 
pa, Florida, was sold early in 
March to Ralph Elliott and John 
Vander Meer, both of Tampa 

Mr. Elliott formerly was as 
sociated with the Pioneer Tire Co 
of Tampa, and Mr. Vander Meer is 
the famous National League pitch 
er who pitched two no-hit no-run 
games for the Cincinnati Reds a 
few years ago 

The retail store, operating a 
Elliott & Vander Meer Hardwar« 
Co., is located at 1907-09 East 
Broadway, Tampa, Florida 

Meanwhile, Spicola Hardware 
Co. will be engaged exclusively in 
the wholesaling of hardware 
paints, building materials and 
sporting goods. Shortly, the com 
pany will move into a new build 
605-19th Street, Tampa 

the most modern and 
wholesale warehouses in 
the state, the new building i 
within easy access of Spicola’ 
dealers. Of one-story construction 
it will offer ample parking spac« 
platforms at truck loading level 
completely air-conditioned offices, 
an intercommunication system to 
all departments in the building 
and modern 50 x 65 foot display 
rooms 

According to Charles Spicola 
vice president and general man 
ager, it will be sometime in May 
before the organization is com 
pletely moved and ready to op 
erate from the new location. Un- 
til then, the firm will maintain of 
fices in the Elliott-Vander Meer 
building 


ing at 
One of 
largest 
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Peds TK» 


. oe 
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Stanley Shelf Hardware 


The Stanley name on your 
shelf hardware means 


ne ee oe ob ghee eee 





faster turnover and repeat 
sales for you. The familiar 
yellow and green label on 
every box is known from 
coast-to-coast for indisput- 
able quality and long 
dependable service. Recom- 
mend Stanley Hardware 
to all your customers... 
build customer confidence 
that'll pay off again when 
they are looking for 

other products 


The Steniey Works 
New Britein, Connecticut 


[STANLEY ] 


Reg. US. Pot. Off 


HARDWARE*TOOLS “ELECTRIC TOOLS 
STEEL STRAPPWEO*STERL 


a Fr 


Remember .. . Three Hinges To A Door 
73 




















Active Demonstrator 
For BAD Electric Tools 


Designed for use by dealers wher 


yace is at a premium, an attractive 
} 


new demonstrating electric tool met 
chandiser has been announced by 
The Black & Decker Mfg. Co., Tow 
son 4, Maryland. The HU-1111 Mer 
chandiser occupies only one-half of a 
standard counter top yet provides the 
dealer with enough B&D utility tool 
and accessories to open a complete 
demonstrating power tool depart 
ment 





An electric socket permits the dea! 
er to plug in any one of the tools for 
i demonstration to customers. The 


nerchandiser is made of top grad 
blonde oak plywood and is con 
tructed to give maximum through 
tore visibility 

Among the equipment included on 
this new Black & Decker display are 
‘y-inch and ‘%-inch drills, sander 
polisher, drill kit, drill stands, roto 


hone ittachment, drill bits, wood 
uger inding discs and wire wheel 
brushe Altogether there are 4 
Black & Decker utility tools and ac 
cessoric included with the met 
cl t 1 rT 
° 


Washburn Announces New 
Outdoor Skewer Set ..... 


New and long skewers for outdoor 
broiling, with a special twist in the 
oval wire that keeps food firmly ir 
place as the skewers are turned over 
a fire, are announced by The Wast 


74 


burn Co Rockford Ill., and Wor 
cester, Mass. Their 16! length per 
mits a full serving of cubes of beef, 
chicken, lamb (‘shish kebab), frank 
furts or vegetables to be barbecued 
at one time 

For easy 


wear, they 


cleaning and lifetime 
are made of gleaming 
tainless steel. The reverse side of 
the colorful yellow and brown card 
on which the four kewers are 
mounted features several delicious 
barbecue recipes 


° 


New Kenco Aluminum Rake 
Adjustable for Many Uses 


A new all-purpose, all-aluminum 
adjustable garden rake, said to be the 
first ever to be introduced to the 
gardening public, is announced by 
Internationa! Industries, national dis 
tributors for Kenco Products Corp 
New York, N. Y 

The new Kenco AAA garden rak« 
is precision engineered and has a 
simple, instant, adjustable spread 
from 10 inches to 30 inches to suit 
every raking purpose—leaves, grass, 
soil or gravel. Made of special alloy 
aluminum that assures long life and 
non-rusting qualities, the rake meas 
ures 48 inches in length when closed 
and weighs only 24 ounce 

A certificate of assurance accom 
panies each rake 

The new rake is now available for 








immediate shipment, and further de 
tails and descriptive literature is 
available upon request to Internation 
al Industries, Box 3752, Baltimore 14 
Md 


. 


New Display Stand Deal 
For MIRRO Dealers... 


Requiring only 3% square feet of 
counter space, the new Mirro-Matic 
display fixture is a combination mer 
chandiser and storage chest for pres 
sure pan replacement parts. Felt-lined 
recesses accommodate four pressure 
pans for display purposes, and re 





placement parts are stored in a 
drawer that opens from either side 
The unit measures 13% inches wide 
9 inches high, and 38 inches long, and 
has a soft gray natural-wood finish 

Valued at $20, the fixture is offered 
free of charge with the purchase of 
nine pressure pans and a replacement 
parts kit 

Further information is available 
from Aluminum Goods Mfg. Co 
Manitowoc, Wis 


* 


PAC Offers Dealers New 
Tune-Up Time Display . 


Tune-Up Time, 
display unit, has been resleased to 
hardware dealers by the P & C Hand 
Tool Co., Portland, Ore. The display 
is designed for the top of P & C self 
selling merchandise, but can be used 


} 


spring tool need 


‘ + 


many places in a store, it was an 
nounced. It is designed to sell more 
hand tools at this time of the year 
The colorful unit also can serve a: 
a cash register sign, window display 
t 


or hanging sign, and is available 
from the P & ( 


dealers free of charge 


Tool Co 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 


easiest to use .. 
easiest to sell 





Pash it! .. . nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 

.'\¢ to ''4, inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 


for you. 


“YANKEE TOOLS NOW PART OF 


foe. US Per OF 


x OF THE wor 


NORTH BROs, MFG. CO. 
Philadelphia 33, Pa. 


g 7 
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Chadwick Intreduces New 
Rete-Edger Teol . . . 


Earl L. Chadwick Co. Box 4080, 
Portland, Ore., has introduced the 
new No. 30 Deluxe Roto-Edger, all 
purpose edging, trimming and shear- 
ing tool for use along sidewalks, a 
gainst fences, walls, buildings 

Dual wheels are said to offer great 
er traction on either cement or ground 
and to provide easier handling of the 


tool 


Roto-Edger No. 10 Standard, de- 
signed strictly for use along sidewalks 
and curbings, and Roto-Edger No. 20 
Universal are also available. All mod- 
els are self-sharpening and have ex 
clusive full-floating compression 
spring knee-action, and are equipped 
with dual shear blades for either 
left or right hand cutting 


° 


New YAT Skeeter-Cheater 
Sereen Door Hardware... 


Yale & Towne Manufacturing Co., 
New York 17, N. Y., is offering its 
new Skeeter-Cheater screen-door 
hardware, colorfully displayed and 
calling attention to the twin summer 
aggravations of slamming 
doors and invading household pests 

The screen-door combination in 
cludes a Yale airliner pneumatic door 
closer and the Yale push-pull screen 
door catch on a simulated door on 
which they can be operated by con 
sumers, 

The Yale liquid door closer is for 
heavier screen doors. These dramatic 
point-of-sale displays are part of the 
most comprehensive promotion ever 
undertaken by the manufacturer for 
a single line of products. The mos 
quito with the blunted stinger is a 
recurrent theme in the nation-wide 
Skeeter-Cheater promotion, which in 
cludes national advertising in both 
consumer and business publications 
as well as extensive dealer aids 


screen 








Show Wore+ Sell Wore 
wo REEVE Shure Sell 
GLASS HARDWARE 
for Bins and Shelves 


For highest quality... durable 

economical display equipment 
for bins, counters, shelves and ev- 
ery other purpose you can depend 
on REEVE to exactly fill your need 


Order today ... for prompt de- 
livery ...on everything from ticket 
holders to large display units. 


DIVISION HOLDERS 
For 3/16” or 1/4” Glass 


a Quick adjusting divi 

Mokes 
each division unit in 
dependent and ad- 
justable to ony size 
desired 

Silvertone finish 
No. 1-316 Bex of 100 


Shipping wt 2 ibs. per 100 


CORNERS and SPLICERS 
With Flange 


sion holder 


Corner Splicer Ship wt 

Number Number Height Per 100 

10-2 112-2 1% 8 ibs 
110-2% 112-242 2% 9 ids 

110-3 112-3 2? 9 ibs 

. 110-4 1124 3? 10 Ids 

ion 110-5 112-5 4% I ibs 
110-6 1124 $? 12 ids 

7 


110-8 11248 14 ids 


il Chrome finish 
Ne 112 


10 per pockage 


BIN TICKET HOLDER 


Ne 600 


This is the stondord ticket holder used on 
counters in the majority of stores. % "2%" 
price ticket is held of correct reading angle 
Silvertone finish 
Neo. 600 Per 100 
Shipping wt. 4 ibs. per 100 


COMPLETE CATALOG FREE ON REQUEST 
Send today for illustrated 
catalog ond price fi of 
hundreds of display items 
thet will moke soles and 
build bigger profits for you! 


REEVE COMPANY 


Serving America’s Retailers since 


2214 S Grand Ave Los Angeles 7 








Reet-Lowell Offers Nevel The counter display card and a 
Gard-N-Gre Display Card window spot are shipped with three 


of the sprayers as a special merchan 

dising offer. Further information is 
A novel display card has been de available from Root-Lowell Corp 

signed by the Root-Lowell Corp. to . : le 

enable dealers to use the new No. 256 #45 N. Lake Shore Drive, Chicago, Ill 

Gard-N-Gro compression sprayer as @ 

its own counter display. A colorful 

label, Koroseal hose, and green ac S. L. Allen Announces 

cents on the sprayer tank are said to New Planet Jr. Product 

idd to the point-of-sale appeal of the 


unit Officials of the S. L. Allen & Cx 


Inc., 5th St. & Glenwood Ave., Phila 
delphia 40, Penn., manufacturers of 
the Planet Jr. line of gardening equip- 
ment, announce the addition of a new 
1 h.p. unit to their line 

The new product is not a garden 
tractor, it was pointed out, but an 
outdoor power tool. It is an easy-to 
handle, basic 1 h.p. unit with more 
than a dozen attachments to increase 
its versatility. 

The new lightweight Planet Jr 
can be used to plow, cultivate, mow, 
haul materials, shovel snow, grade 
lawns, fill gullies, operate additional 
equipment, and as an auxiliary power 
plant for gasoline engine-powered 
equipment. 

These uses give it year-round ap 
peal Spring and summer mean 
The Gard-N-Gro is a 1% gallon farming, gardening, and lawn main- 





sprayer with pump and handy thumb ‘tenance, Fall: harvesting, mulching 
and piling brush, Winter: the tractor 
nozzle enables the user to adjust from can be used for easy snow removal. 


latch spray control. Its Any-Spray 


a fine fog to a tree-top high spray Attachments, or matching acces 





a 
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Select any 3 of these 4 Lively 


GZ Electric CHAIN SAWS 


Selling from $99.50 to $130.00 


Model 116120 — De Luxe Hond 
Chain Sow 12-inch capacity 
Model 11812 Stondard Hand 
Choin Sow 12-inch capacity 


Model 1£12—The wmollest choin { 


sow of itekind. Weighs only I! ibs 










Model 11E18 — Newest 
in the Mall Line—with 18-inch 
cutting capacity thot con sow timber twice 


its length List Price $130.00 






Get this big 
Window Display Kit 


—plus printed matter 


& newspaper mats 


WERE ARE YOUR 
LIVE PROSPECTS: 


This ‘Deal’ Sets You Up As An AUTHORIZED 
MALL Electric Chain Saw Dealer 





Formers Home & Estate 
Owners Resort Owners A 
most anyone entering your store is o hor prospect for an easy-to 
Tree Surgeons Arborist: — operate, ollcround useful MALL Electric Chain Sow. Pocked with power 
Builders Heating Plumb and stamina — nstont response to a flick of the trigger switch. Models 
i v ver ‘ 
ing, Electrical ond Construc © CuSEMy MES every cutting asst 
tien Contractors Munici ORDER 3 — choice of models — one for window disploy, one for inside 
display, another for stock. At your neorest Mal! Branch — or direct from 


titi Ld e 
polities ark Boords, etc the tasters 


MALL TOOL COMPANY 77145. chicoge Ave. © Chicago 19, Illinois 


40 Factery-Owned Werehouses, Coast to Coast, Te Serve Our © s and Th ds of Dealers 
PROFIT THROUGH MALL DIRECT FACTORY-DEALER DISTRIBUTION PLAN 

















At top, the new 1 h.p. Planet 
Jr. with cultivator and disc 
harrow attachments. Below, the 
unit with grader or snow plow 


sories, include seeder, fertilizer, dis- 
tributor, trailer, lawn mower hitch, 
special plows, cultivator shovels, disc 
harrow with 7-inch multiple discs, or 
snow plow and grader with blade 24” 
wide and 12” high 


* 


New Flite-Master Sandbox 
Introduced to Trade ... . 


A new Flite-Master sandbox ha: 
been introduced by Consolidated 
Metal Products Co. Made of selected 
wood, with an Armco cold-rolled 
Paintgrip bottom, the sandbox is 
available in two sizes: 36 x 36 inches, 
or 36 x 48 inches. It is finished in 
bright yellow and green outdoor 
enamel, with a vari-colored awning 
top adjustable for height 





Sandboxes are packed one to a 
carton. Weights of boxes are 32 and 
42 pounds. The new product is sold 
only through wholesalers, but further 
information is available from Con 
solidated Metal Products Co., 424 E 
Pearl St., Cincinnati 2, Ohio, or from 


wholesalers 
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New Copper Brite Cleaner 
Intreduced te Trade ... . 


New Copper Brite cleaner for cop- 
per, brass and stainless steel cook 
ware, has been announced by Cop 
per Brite, Inc 1109 N. Poinsettia 


Place, Los Angeles 46, Cal a“ 
aumeane We Boosted 
Backle sales I8/ 


by concentrating on AIREX”’ 








REPORTS JIM DEREN 
ANGLER'S ROOST, Chrysler Bidg., N. Y. 


“Angler's Roost gets all kinds,” says 

Mr. Deren, “from novices to recognized 
experts with every type of tackle. Yet we ve 
found spinning tempts and fascinates ‘em all! Quer as 


sales prove it! By displaying Airex spinning reels, 


rods, and tackle constantly, we've increased our $23.75 
entire tackle sales 18°, and were glad to pass AIREX 
the good word along MASTEREEL 
4: alable . with extre 

Spoo 





AND YOU MAKE YOUR STORE 
FEATURE Al REX HEADQUARTERS FOR SPINNING 


AIREX CORPORATION, Division of the Lionel Corporation, 411 Fourth Avenue, New York 16, N. Y. 








The new cleaner is said to clean 
pots and pans in one second by sim- 
ply wiping the cleaner on and rinsing 
off. It cuts dirt, smudge and burns, 
without scraping or scouring. In addi- 
tion to cleaning pots and pans, Cop- TYPE 
per-Brite is designed for brass lamps, 
serving trays, door knobs, candle- joWAL 
sticks, fishing reels, boat fittings, and aT 
other metal objects. 

The cleaner is available in 8-ounce 
and one-pint size jars. The 8-ounce 
jars sell for 89 cents, the one-pint size 
for $1.49. Enclosed in each case (8- 
ounce jars in 12 or 24 per case; one- 
pint jars in 12 per case) is a counter 
display card, a window streamer, and 
12 of the %-ounce bottles for sam- 
pling to the consumer 

Further information and literature 
is available from the manufacturer 


I 


. 


New Type Combinatien 
Door Knob and Lock . . 


A new type of combination door 
knob and lock has been introduced 
to convert any latch or lock to a 
tamper-proof cylinder lock, by Se 
curity Hardware Mfg. Co. 103 
Avenue C, Brooklyn 18, N. Y 

Called Knob-Lok, it features a Yale 
cylinder that makes the knob spin 
freely once the key is turned. When 
the key is turned to the normal or 
open position, the Knob-Lok becomes 
a modern and decorative door knob 
Finished in either polished solid 
brass or blue-white chrome, the unit 
is easily installed after the old- 
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Rad Devil 


FENCER | ONE wine 


HOLDS 
A HERD 





Barbed wire and wooden 

fences are out! Hard on hides and 

long on maintenance, they're giving 
way to the better way... Red Devil 
electrified, single-wire fences. Red 
Devil “on-off” shocking action keeps 
stock “inside the wire” without mental 
or physical harm. * One Red Devil 
Electric Fencer safeguards 15 miles of 


fence. One moving part 
A Product of 


Red Devil Tooks 


trouble-free fencing. 
USA 







Available in battery and 
battery-high-line models. 





Irvington 4 








Tapat«co 


HORSE COLLAR PADS 





: * 


’ be 
f 


” © 





For every work horse and mule 
The pad with the rust-proof 
red hooks 


Tapat«o 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 






implement seat 





CLASSIFIED 





FOR SALE FARM MACHINERY —— 


~yr SERVICE FIRM. Serving area 
sna ood ne fro ym la t vear 
gros Fr anchises for nationally 





‘ farm machinery Continental m« 
\ t neine Goodrik tire 
i ries, et Low rer r mod 
rick | I equips Price 
r a ‘ Equipment 
‘ al ve r and d in 
ted ha Ford A l 
‘ us 
fashioned door knob is removed with 
a screwdriver 


The new combination eliminate 


drilling and cutting of doors, and it 
is ideal for closet, liquor bars, cellar 
bins, etc 

The unit retails for approximatel 


$3.50, and it will be promoted in 
magazine and trade pub 
and by point-of 


newspaper, 
lication advertising 
sale displays 


° 


Outdoor Cooking Tools 
Added to Androck Line 


matched And 
steel outdoor cooking 
tools are now packaged in colorful 
yellow boxes featuring hinged stand 
up covers for counter displays 


Three sets of 


rock stainless 


new 





Chef Set, No. 447, in- 

tools needed for steak, 
and hamburg cooking. The 
features 
and 


The 7-piece 


cludes all 
frankfurt 
barbecue smaller set, No. 423, 


barbecue fork, hamburg turner 


spoon. The Grill Set, No. 433, is made 
up of a Red Hot roaster, hamburgrill 
and hamburg turner 

Made of stainless steel, the units 
clean easily and can’t rust; large, 


rugged handles with rawhide thongs 
offer easy grip over hot outdoor fires 
The sets are manufactured by The 
Washburn Co., Worcester, Mass., and 
Rockford, Il 


° 


Stri Bass Squiding 








See your jobber or write us. 








THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA.PAT.CO 
HORSE COLLAR PADS SINCE 188! 
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Red Blank Announced 


The new striped bass squiding surf 
rod blank has been added to the line 
of Harnell Black spun tubular 
fishing rod blanks distributed by 


Sur 


glass 
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NEW MAGIC CLEANER— 


Capp But 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 
IN 
SECOND! |r 


WIPE ON AND | } 
RINSE OFF! 


ae 
No Rubbing—No Scrubbing 


Seal of Approval— 
U. S. Testing Co 





MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


89°. COPPER BRITE, INC. 


$] 49 Pin PINT 1109 N. Poinsettia Place 
FAIR TRADED los Angeles 446, Calif. 











DIETZ COMET 





Good to Look At 

Important to Own 
Because the little red COMET 
Lantern is decorative when not in 
use—it will sell on sight to the 
large percentage of your customers, 
who need a safe, dependable light 
for emergency use. 

Write for Dealer Helps 


R.E. DIETZ COMPANY 





SYRACUSE 1, N. Y. 


1952 











NEW COLUMBIANA “ALL-IRON" 
PITCHER SPOUT PUMP 


@ Here are some of the —— features 
that make Columbiana the prefe name in 
herd pumps for the entire world 


i” SPOUT 
w®—ADJUSTABLE REVOLVING BEARER 
#®—ANTI-PREEZE ACTION 

eS ae Gpecly exer seed plecinag 


Designed ot wells and ¢ isterms up to 25 feet 
deep. This low-price my Quelity 20-pound 
pump is 1 high, has « polished cylinder 
diameter and a i'%5 suction connection for 
standard pipe tap. Finished in handsome green 
Fig. 19, No. 2 enamel. Write today for complete information 


Esteblished 1888 


Columbiana PUMP COMPANY 


COLUMBIANA, OHIO, U. S. A. 











UKELELES, GUITARS, VIOLINS 


and other string instruments 
. 
Make extra profits by han- 
dling these additional lines. 


WRITE US FOR DEALERSHIP DETAILS 


CONTINENTAL MUSIC 


DIVISION OF C. G. CONN, LTD 


146 Marietta St., N. W. Atlanta 3, Ga. 









SOLD 
EXCLUSIVELY 


Na THROUGH 
* 
‘ : 
See! é 
ae I. 
Increase your mA 
soles of Americo's _ 
leading wicks .. . GLASWIK 


ond FLAMEMASTER. These oftractive 
merchondisers increase soles ond MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They moke excellent counter displays or 
can be hung on a wall or side of the counter 


WRITE FOR COMPLETE DESCRIPTIVE LITERATURE 








ROOM 503, GENERAL OFFICES 


ASBESTOS 
ATLA Scompany 
NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 

















Os « 
SWAN GARDEN HOSE! 


@ FIRST IN VALUE... 

@ FIRST IN SALES VOLUME... 

@ FIRST IN RETAIL PROFITS .. . 
SWAN RUBBER CO. 


Bucyrus, Ohio 
World's Largest Manufacturer of Garden Hose 





ROTO-EDGER 
Lown ond Garden 
EDGING, TRIMMING 
AND SHEARING TOOLS 
The Tools With The 
Exclusive 
a FLOATING 


bs (Compression Spring 


: KNEE ACTION 
Rete Seger “we ‘a a = Edger 


ue = Rush Your Spring Order for 
America's No. | Lawn Tools 





Stendard L 
$3.95 rr #5 = 


os** te, 


MANUFACTURED BY 


WASK * 
ee -$° EARL L. CHADWICK CO. 


. ~~. ©. Box 4080 Portiand 8, Oregon 


eract® 

















Fam MARSHALLTOWN 


















| RARSEALLTONS 
TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 


ATKINS »- GiSAWS ie \\| 















F $f LE A 
@ ALL OTHER TYPES 
ee wu 


: - ATKINS AND COMPANY o4,,, 
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THE MODERN COMBINATION 
DOOR-KNOB AND LOCK 
THAT FITS ANY DOOR 
WITH A KNOB ON IT! 





SENSATIONAL 
Strikingly beautiful in gleaming, solid 
brass or sparkling chrome -- with y 


in performance 


keys to match! Fitted with a precision 
cylinder lock that makes the knob 
turn freely once the key is turned! 


Security KNOB-LOK fits hand-in-glove 

into your lock picture as a new source of 
healthy profits. Now, for the first 

time, you can offer this modern combination 
door-knob and lock at a price LESS than 

a lock alone! Now, for the first time, your 
customer can in a matter of minutes, 
convert any latch or lock to a secure cylinder 
lock! Only Security a name synonymous 
with quality and value 

offers so potent a selling combination 


The market is wide open for Security 
KNOB-LOK homes, offices, factories, hotels, 
institutions, etc. Nation-wide publicity 
newspaper and magazine advertising is 
pre-selling KNOB-LOK for you! 


KNOB-LOK IS A NATURAL 
Note: KNOB LOK 
or masterheyed 


INSTALLED 


YOUR NO. 1 SELLER! 


s available heyed alike 


we SPINS FREELY 
IN A JIFFY! wy WHEN LOCKED! 


All you aved is & screw Tamper -preof, feel-proot 
driver! Remove door knobs EI mechanism makes knod 

invert KNOB.LOK spin freely once hey is ture 
attach inside door hned ed CAN T BE SPRUNG 


e C()) 


AT 


ps 










5. AND FORE 
PATENTS APP 
SECURITY HAROWARE MFG. CO, INC 
G10) Avene © (FO Boe TH 
SSE Bookie 8 


iN 
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George Hine Products Co., Venice, 
Cal 

To acquire action and “feel” for 
surf fishermen, the new rod blank is 
built in one piece. The cork grip de 
igned to fit thi particular blank 
lides onto the butt end, so that a 
high degree of sensitivity is guaran- 
teed, it was announced by the manu 
facturer 

Length of the rod 10 feet, and 
t is available in two weights: 16 


ounce and 21 ounce. The former 
measures .875 at — with a 14 top 
The latter measures .875 at butt with 


an 18 top. Bott seni are designed 


for surf casting 


° 


Actual Lure Intreduces 
New Grasshopper Lure 


The Actual Lure Co., Inc., 392 Fifth 
Ave., New York, N. Y., developer of 
real fish in plastic, announces the in- 
troduction of the Actual Hopper, a 
real grasshopper processed in tough, 
flexible plastic. Made under Actual 
Lure patent, the "Hopper preserves 
the natural coloring and characteris- 
tics that make grasshoppers a superior 
fish lure 





A single hook and nylon leader are 
attached. Because the "Hopper is 
made to resist strike shock and rides 
up the leader when hit, it may be 
used over and over again. Its hook 
mounting is designed so that the 
"Hopper will hold an upright position 
in the water when submerged and 
pulled to the surface, 

The Actual "Hopper will retail for 
50 cents 





CONVENTION DATES 





Hardware Association of the 
Carolinas, annual convention, 
June 9-11, 1952. Headquarters, 
Hotel Charlotte, Charlotte, N. 
C. Secretary, Mrs. Sally C. Mas- 
ten, 118% E. 4th St., Charlotte 
2. &. C. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 19-21, 
1952. Headquarters, Geo. Wash- 
ington Hotel, Jacksonville, Fla. 
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CONSUMERS CRACK FILLER 


(COLO WATER PUTTY) 


For crocks, holes, ond crevices in wood, 
plaster, tile, stucco, ond cement 


best seller’ becouse # 
@ Dries hoard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
noils, tacks 
@ Woter resistant 
@ Easy to work with—can be molded, 
sanded, sowed, pointed, or stained 
@No waste—mix with water only os 
needed 
Packed in |, 5 ib. cartons; also 25, 50, and 
100 ib. drums 
Try it yourself. Find out why eosier, foster re 
pairs con mean easier, faster sales. Order from 
your wholesoler, or direct from us 








Another ‘Product of Merit’ by Consumers 





CONSUMERS GLUE CO 











& GREAT LINES 


They make your 
faster and more 


Five price levels 
selling easier, 
profitable. 


Select just the kind of bowls at 
your trade will want and 
Knowing about “Old 
“Caesar Salad” bowls 


prices 
buy freely. 
Colonial” and 
is 2 must 


New descriptive folder and price 
list will tell you about all five lines. 


Write today. Action will bring you 
a good sales idea 


J. SHEPHERD PARRISH CO. 


205 W. Wacker Drive Chicege 6, ti. 





1952 





MAY, 1952 
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Jal mit HI 


with JAUSON 
dependability 


Folks like the day in, day out ruggedness of LAUSON power. They trust the 
LAUSON name to give BETTER value . . . an engine with longer life! ... and they 
know that LAUSON engines do ANY job with fewer breakdowns... 

less service needs and BETTER results. 


with fausow sales ability 


Any power equipment with the LAUSON engine is backed with over 50 years 

of leadership and experience ... and by a great advertising campaign in many 
of the leading consumer magazines in America. Today, millions of people read 
about ... hear about LAUSON, one of the great names in POWER! 


with JAUSON 


service ability BD . -dieetiadl 
JAUSON 


ee ee 

















LAUSON engines are the perfect replacement for many 
power units. Proudly stock a complete LAUSON department 
for greater profit and service sales. Easy to service . . . 
LAUSON has a fine network of service dealers 

thrvout the nation . . . many of them also dealers for 

the world-famed LAUSON outboard motor! 








for details, write THE LAUSON COMPANY, NEW HOLSTEIN, WISCONSIN 


Division of Hart-Carter Company. in Canada: Hart -Emerson Co. Ltd., Winnipeg. 





82 SOUTHERN FARM EQUIPMENT Section for MAY, 1952 








Having accepted some livestock 
in trade on a tractor, J. A. 
Dodds, left, loads the equipment 
on company truck for delivery 
to the farmer. Dodds believes 
customers are more interested 
in the down payment than in 
the total cost of the equipment. 
If their trade-in covers the 
down payment. he says. the deal 
usually is closed 


By 8S. W. Ellis 


They trade for most anything and - 
Trades Promote Sales 


a OU CAN’T sidetrack the trade- 
in problem. It is here to stay 
and it is going to grow in import- 
ance as more farmers mechanize.” 

That's the opinion of J. A. Dodds, 
owner of Dodds Equipment Co. in 
Beebe, Arkansas. This dealer has 
settled upon a liberal trade-in pol- 
icy—one that seldom rejects what 
the farmer has to offer in trade 
This dealer has the art of trading 
down to a fine point, a very nec- 
essary asset if net profits are to be 
maintained at a satisfactory level 

As Dodds spoke, he looked out 


over the 800-acre 
sales yard” that sur- 
rounds his store. Ad- 
joining the building 
the used equipment 
display lot was filled 
with used equipment 
reconditioned for fu- 
ture sales. Close at 
hand was the rolling 
acreage on which 
Dodd demonstrates 
the value of grassland 
farming and the need 
for modern farm ma- 
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Above, machinery accepted in 
trade is reconditioned for re- 
sale. Dodds often buys obso- 
lete equipment and sells it for 
scrap. Left, this rest area is 
provided on the sales floor for 
visiting farmers. Farmers gath 
er here to talk farming and op 
eration of their equipment 


nery in raising fine beef cattle 

coometimes the acreage well- 
filled with cattle some of them 
erds owned by Dodds and hi 
brother, others recently acquired 
as trade-ing:6n machinery 

Dodds accepts practically any- 
thing of value in trade for farm 
equipment—real estate, old equip- 
ment and livestock. No farm e- 

(Continued on page 110) 
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Frank Merrou, a co-owner of 
the business, gives some final 
instructions to a farmer before 
he drives used tractor away 
for a trial period. If customer 
complains of some minor de- 
fects, tractor will be brought 
back and repaired. If com- 
plaints are not within reason, 
tractor is taken back to the 
display lot 


By C. Thomas 


Cheek 


Julian and Johnny Marrou sell 


100 new tractors each year 











those Losses! 


This dealer sells used equipment with- 
out a guarantee—and gets away with it 


baw TRACTORS sold by Marrou 
Brothers farm equipment 
dealers in Gonzales, Texas, go to 
customers without a guarantee of 
any type. This policy has not hurt 
sales in the least, and has elimi- 
nated one source of losses for the 
company 

“The guarantee of used equip- 


ment can ruin a dealer,” said 
Julian Marrou, a co-owner of the 
business. “And furthermore the 


guarantee is no help in closing a 


~ = 


deal. Buying a used tractor, we 
feel, is a gamble. We gambled 
when we traded for it, and the 
buyer, knowing it is not new, must 
be willing to gamble also.” 

This might sound like the 
opinion of a hard-to-deal-with 
dealer, but quite the opposite is 
true. Marrou, as his sales show, is 
unusually successful in dealing 
with customers, but he sees no 
point in taking obvious losses if 
they can be avoided 

The company’s yearly sales 
average 100 new tractors and 125 
used tractors. The comparison here 
shows a smooth, profitable opera- 
tion—just what these brothers aim 
for 

Every used tractor that the Mar 
rou Brothers sell is fully recondi- 
tioned before it is offered for sale 
Over the years they have found 
that the used buyer expects de- 
pendable service from his tractor 

“We refuse absolutely,” said 
Marrou, “to recondition any trade- 

(Continued on page 108) 


Left, a prospective used equip- 

ment buyer looks on while me- 

chanics recondition a used trac- 

tor. Such customers often “ad- 

vertise” good bargains to their 
friends 
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A report to you about men and machines 


that help maintain International Harvester leadership 


Precision-Mated Pistons and Sleeves 


give McCormick’ Farmalls' more endurance and pull power 


Piston weight can't vary a tenth of an ounce from IH 
standards. This contributes to a smooth-running engine 
and steady pull power at all speeds. IH inspectors also 
use electronic gauges, graduated in millionths of an inch, 
to precision-mate IH pistons and sleeves. This helps to 
squeeze maximum power from each drop of fuel . . . leng- 
thens Farmall engine life. 





Check, check, and double-check. Experienced inspectors 
give each cylinder sleeve the “third degree.” They make 
sure each sleeve is round, blemish free, and without taper. 
Then they use an electronic gauge to measure these pre- 
cision-made sleeves. This measurement enables the in- 
spectors to group and classify sleeves on the basis of 
minute differences in diameter. 





Motor Trucks . . 
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Crawler Tractors and Power Units . . . Refrigerators and Freezers 





Pistons are color-keyed — red, white, and blue—accord- 
ing to the size of their wrist pin bore. Actually, there is 
only one ten-thousandth of an inch difference between 
each color. Wrist pins and connecting rods are similarly 
color coded. Assembling pistons, wrist pins, and connect- 
ing rods of the same color assures precision fit for long 
wear and quiet operation 





Perfect mates for top performance. Here pistons and 
sleeves, previously sized and sorted, are precision-mated 
in a Farmall engine. There is less than five ten-thousandths 
of an inch difference between each of five piston and sleeve 
classifications. This assures the precision fit you'd expect 
in a fine watch. The workman is double-checking piston 
clearance with a ribbon and scale gauge. 


INTERNATIONAL HARVESTER 


international Horvester products pay for themselves in vse— McCormick Form Equipment and Farmall Tractors 


General Office, Chicago |, Illinois. 
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hl 


20 itn so 


Here Is a Successful System for 





repair bill on 


1 E. L. Geistman, seated, and Leonard Brad- 


ford carefully go over a 


® which this customer has made a complaint 


L‘faaes IT comes to handling 
complaints, owners of the E 
L. Geistman Co., farm equipment 
dealers in Nashville, Tenn., rely 
upon a system which is unusually 
successful in maintaining the good 
will of the company’s 1200 cus- 
tomers—-and has been for 40 
years 

Despite their success in this 
phase of the business E. L. Geist- 
man and Leonard Bradford, co- 


owners, are quick to point out that 
it is best never to let complaints 
arise in the first place, but since 
no type of business can reasonably 
expect that kind of perfection, it 
should be the aim of every dealer 
to make sure that a complaint 
never crops up a second time— 
certainly not with the same cus- 
tomer. 

Key men in the 
tem are the company 


Geistman sys- 
mechanics 


HANDLING 
COMPLAINTS 


Mechanies are this firm’s trouble 
shooters in the important job of 


keeping customers happy 


By Ress L. Holman 


who, in addition to being the 
principal salesmen, are the firm’s 
real trouble shooters. To them go 
the task of keeping customers 
happy 

For example, it is not one of the 
company owners who seeks to 
soothe a ruffled farmer who com- 
plains about the charge for recon- 
ditioning his tractor. It is not a 
field salesman nor a claim adjuster 

(Continued on page 110) 





chanic who did the work. Idea is to give customer 


92 Next. Bradford, bill in hand, takes farmer to me- 3 
® personal contact with man who made the repairs 


86 
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The mechanic points out work and parts which were 
required. Given this information, customer felt 
® the charge for repairs was reasonable after all 


1952 
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You should watch Joe work sometime. Pick 
any holiday afternoon when it’s summer and sunny 
and the Mayville Mules are out to kick holes in a 
team from one of the neighboring towns. You 
can’t miss him. You'll see him out there, big 
and dark blue and trimmed in self-confidence 
He'll be calling them as he sees them—dish- 
ing out justice like a Solomon and sticking to 

his decisions like Horatius at the bridge 


Naturally, competition gets a little sharp 
sometimes and an occasional exception is 
) taken to Joe’s uncompromising edicts. You'd 
think some of the names he gets called would 
raise welts, but they roll off Joe like rain. He 
can stare a shaking fist straight in the knuckles 
and bat down a dirty look with a flick of one 
heavy eyebrow. And he does it. But it’s only fair 
to say that on those particular days, Joe’s popu 
larity snuggles mighty close to zero 


The next morning, it's a different story. Joe is 
back at his regular job, selling and servicing John 
Deere equipment. His ball-park officiousness is 
stored in the closet with his umpire’s cap, and the 
hand that counted off strikes less than twenty-four 
hours ago stops work only to greet arriving cus 
tomers. 


And it’s a funny thing—some of those very 
customers are the guys that yelled the loudest 
yesterday. Yep, it’s a funny thifig, all right—but 
that’s America for you. 





*)Joe B. is a fictitious name 


pas here 
to a John Deere dealer we 


now. 


JOHN DEERE 
oom + 0 egies ees 
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A bonus arrangement that in- 
cludes all employees helps keep 
part men on the alert for pos- 
sible new business. Company 
sets as its monthly quotas a 
figure 20 percent above the 
corresponding period of the 
year before. When quotes are 
exceeded, employees receive 
bonus which is paid four times 
a year. Plan encourages greater 
effort on pert of employees 
shown by fact that quotas are 
consistently exceeded 





| Advertising plus a bonus plan is their 


j ho" HIS COMPANY'S steady growth Ly - » 

| in business volume, J. O. Stick- ROk iT OR Vil t 4 
ley, owner of J. O. Stickley & Son, ~ a 
Inc., farm equipment dealers in 

Harrisonburg, Va., gives credit to 

a bonus arrangement for employ- By B. Miller 


ees and to consistent advertising 


— 


ote 


- 

: As its monthly goal, this com- 
t | : pany establishes a quota that rep- 
} | ; resents a 20 percent gain in labor ceeded by as much as 10 to 13 per- area to bring their equipment in 
H sales and parts volume over the’ cent for repair. The accent is on pre- 
corresponding month of the pre- How is it done? For one thing, ventive maintenance—having ma- 
vious year. Though this might mewspaper and radio promotion § chinery and equipment in proper 
| seem to be an overly ambitious ob- throughout the year serve to con- operating condition when needed 
i jective, the quota frequently is ex- stantly remind farmers in the trade Three days a week, on a 6:45 a.m 
news program of ten minutes, two 


local stations air the company’s 
message to farmers. Advertising in 
two local dailies ties in with radio 
promotion in urging farmers to 
have their repair work done well 
ahead of the seasonal use of equip- 
ment. The firm has an advertising 
budget of approximately $300 a 
month 

The selling power of floor dis- 
plays is not overlooked. For ex- 
ample, a used tractor that has been 
newly repaired will have a sign 


Left. shop stays filled as a re- 

sult of consistent advertising in 

newspapers and on radio. Firm 

has advertising budget of $300 

monthly. Promotion is carried 

out on sales floor through care- L. 
fully prepared signs 
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TRACTOR 





AN IMPORTANT MESSAGE 


TO THE FARM EQUIPMENT TRADE 


We are happy to be able to tell you that the lawsuit brought more than four years ago against 
Ford Motor Company and Dearborn Motors Corporation by Harry Ferguson and Harry Ferguson, 


Inc. has been settled by agreement of the parties. 


There are three points connected with this settlement which we believe should be made clear to 
our friends in the farm equipment trade. Regardless of what you may hear to the contrary, these 


are the FACTS. 


3 POINTS OF INTEREST 
TO FARM EQUIPMENT DEALERS 


Ford Motor Company will continue production of the present 

Ford Tractor without interruption, and Dearborn Motors 
Corporation will continue to market them nationally as in the 
past. By the end of 1952, Ford Motor Company has agreed to 
make two simple changes, and only two changes, in the means 
of operation and control of a pump used in the hydraulic system 
in the Ford Tractor. After these simple changes have been made, 
there is nothing in the settlement of the suit to prevent Ford 
Motor Company from continuing the manufacture of the present 
Ford Tractor for as long as it may choose. 


Ford Motor Company will continue to produce and Dear- 

born Motors Corporation will continue to supply, through 
its distributors and dealers, all repair parts for all past, present 
and future Ford Tractors. 
3 Ford Tractors will continue to offer all the advantages of the 

present system of hydraulic control, the present method of 
attaching and operating implements, and all other features respon- 
sible for their wide popularity. Dearborn Motors will continue to 
offer its same complete line of implements. 








A STATEMENT 


By Mr. Henry Ford Ii 


“In normal times Ford Motor 
Company would carry such a suit 
to a final conclusion in the courts 
These are not normal times. Under 
the circumstances we were glad to 
get rid of the litigation to avoid 
the expense, harassment, and fur- 
ther interference with our tractor 
business involved in additional 
years in the courts. 


“The settlement in no way interferes 
with Ford Motor Company's continu- 
ing to offer to the farmer the lowest 
priced tractor with hydraulic control 
and the present method of attaching 
and operating implements.” 








DEARBORN MOTORS CORPORATION, Birmingham, Mich. 


National Marketing Organization for the Ford Tractor 


and Dearborn Farm Equipment 


FARM EQUIPMENT 
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The company’s bonus plan has been effective in reducing employee 

turnover. Quality of shop work has increased as a result of the bonus. 

Employees know that the elimination of “come backs” raises profit mar- 
gin for the company and in turn increases size of the bonus 


that ask 
rebuilt?’ 

Parts that will be needed in ma 
chines going into the field in three 
or four weeks are prominently dis- 
played at heavy traffic points in 
the store. And it is standard pro- 
cedure for the parts man to suggest 
related parts as a customer makes 


“Why not have yours 


his selection of these items 
Outside Salesmen 


The firm's two outside salesmen 
take routes within a 20-mile radius 
and call upon farms where they in- 
spect farm machinery and make 
recommendations for repairs, over- 
hauling and painting 

“We have our monthly 
set at 20% over last year’s figures 
on parts and labor sales, and we 
keep close watch on results by hav- 
ing the bookkeeper graph each 
month's sales,’ Stickley explained 
“We believe that an important fac- 
tor in our achieving these quotas 
and even exceeding them is a bon- 
us arrangement that includes all 
employees. This bonus plan has 
been very effective for many 
years.” 

Each employee receives a bonus 
that amounts to a certain percent- 
age of the firm's profits. Payment 
of the bonus is made four times 
a year: in April and October, 10 
percent is paid; in July and De- 
cember, 40 percent 

“For example, take an employee 
with an annual salary of $2400 
Last vear that employee received 


quotas 
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a bonus of $960. In April he re- 
ceived $96, or 10 percent of the 
total bonus; in October, another 
$96. In July he received $384 and 
again in December, $384. This bon- 
available to all employees 
and an employee is eligible from 
the time of his employment. We 
are convinced that the bonus not 
only helps to achieve our quotas 
but is important in holding em- 
ployee turn-over to a minimum.’ 

And of course the bonus provides 
a natural incentive to do better 
sales and repair jobs, for increased 
business means greater profits and 
a greater bonus for all. The bonus 
has had a noticeable effect on the 
quality of shop work—since the 
bonus arrangement went into ef- 
fect “comebacks” have been sub- 
stantially reduced 


us Is 


Repair Reports 


Likewise, salesmen are alert to 
farm machinery in need of repair 
as they go from farm to farm, and 
when their recommendations are 
accepted by farmers, they report 
to the shop foreman that Smith's 
tractor or Jones’s grain drill is 
coming in. This is noted and a tele- 
phone call made to the customer 
when the machine is not brought 
in within a reasonable time 

“By paying the bonus in four in- 
stallments, the employee receives 
a lump sum at intervals which he 
can put into some large household 
investment such as appliances o1 
furniture,” said Stickley 
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Gevernment Not to Appeal 
Case Antitrust Action ... . 


THE GOVERNMENT has not elected 
to appeal its action against J. I 
Case Co., Deere & Co.. and Inter- 
national Harvester, alleging viola 
tion of the anti-trust laws 

The government first brought ac 


tion against the companies in 
September, 1948, in the U. S. Dis- 
trict Court for the District of 


Minnesota. The Department of 
Justice elected to try the suit 
against J. I. Case Co. first, and the 
trial began in April, 1951, with 
Chief Judge Gunnar H. Nordbye 
presiding. Testimony was con- 
cluded on May 28, 1951 

In September, 1951 Judge Nord- 
bye rendered his decision, which 
was entirely favorable to the Case 
Co. Judge Nordbye held that the 
company had not violated the anti- 
trust laws, as claimed by the gov- 
ernment, and ordered the action 
dismissed. Judgment of dismissal 
was entered on December 22, 1951 

Since the government has not 
elected to appeal the decision, the 
matter is concluded insofar as J 
I. Case Co. is concerned 


° 


New Power Manual fer 
LP Gas Conversion Work 


THE NEW Butane-Propane “Pow- 
er Manual” gives step-by-step di- 
rections for converting gasoline 
engines to butane-propane car- 
buretion and contains the complete 
story of LP gas carburetion prin 
ciples and equipment—from the 
tools needed to sales hints for get- 
ting and handling this type busi- 
ness 

The 330-page manual is written 
in simple language, covers the 
facts of fuel and power, carbure- 
tion, conversion, service adjust- 
ments, maintenance and trouble 
and explains how to sell LP gas 
carburetion. 

Written by Carl Abell, well 
known writer and lecturer on auto- 
motive subjects and editor of Bu- 
tane-Propane News, the book con 
tains photographs, diagrams and 
engineering drawings to simplify 
instructions 

The manual offers a completely 
referenced cross-index and _ is 
bound in flexible plastic and fits 
into a coat pocket 

The new “Power Manual” is 
available for $3.50 each, postpaid 
from Butane-Propane News, 198 S 
Alvarado St.. Los Angeles 4, Cal 
ifornia 
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The 36 forward travel adjust- 
ments of the new McCormick 
127-SP harvester-thresher al- 
lows the operator to match 
speed with crop and ground 
conditions without shifting or 
throttling down. Cutting plat- 
form comes in 10, 12 or 14-foot 
widths 





Harvester Co. Introduces New 


Self - Propelled Combine 


A NEW SELF-PROPELLED har- 
vester-thresher having 36 forward 
speed adjustments for complete 
harvest control has been an 
nounced by the International Har 
vester Co. The new combine—the 
McCormick 127-SP—replaces the 
McCormick 125-SP and includes a 
number of major improvements de- 
signed to permit easier operation 
and to increase the combine’s ef- 
ficiency in all types of grains and 
under all field conditions 

The 36 forward travel speed ad- 
justments are made available by a 
new variable-speed V-belt propul- 
sion drive. Nine different speeds 
in each of the four transmission 
gears range from % to 1242 mph 


[he operator can match travel 
speed with crop conditions to op- 
erate the combine at maximum ef- 
herency without shifting gears or 
throttling the engine. The Har- 
vester Co. says that speed stays 
constant and the engine speed and 
power remain full at all times 

Power of the engine, which is 
now top-mounted, has been in- 
creased to 49.8. The engine, a 6- 
cylinder, valve-in-head power 
plant, is self-contained and may be 
removed for use as a power unit 
According to the manufacturer the 
new variable-speed cylinder drive 
provides a complete range of 
speeds for any crop 


The cutting platform, available 


in 10, 12 or 14 foot sizes is hy- 
draulically operated with an en- 
gine driven pump for smoother 
control, and can be adjusted up to 
3942 inches, a 9-inch increase of 
the 125-SP. 

All engine gauges and controls, 
gear shift, propulsion drive lever 
and unloading auger control have 
been placed within easy reach of 
the operator. Foot brakes for use 
in making sharp turns are directly 
in front, and the grain level in the 
tank can be seen without leaving 
the seat. 

Capacity of the grain tenk has 
been increased to 55 bushels, and 
the tank itself is longer, deeper 

(Continued on page 106) 





Controls are centrally located. Operator can reach 
the starter, choke and ignition switch from the seat 
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Top-mounted engine on harvester-thresher simplifies 
routine servicing with front and rear accessibility 
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THE WAGON 





W 1n1952 we offer advanced designing 
for longer wagon life, more convenience, 
heavier pay loads — plus famous 
SLECTRIC dependability and vaive.. 
the finest line of wagons in all 
ELECTRIC'S 62 years. 

Note their selling features. 
























A COMPLETE LINE 


ELECTRIC offers ao com- 
plete line of wagons to 
meet every form need 
Both auto steer and fifth 
wheel models ore ovoil 
able, with carrying copoci- 
ties from 6,000 to 10,000 
pounds, and reoches od- 
justable from 7 to 12 feet 


A 


The new ELECTRIC Mode! 727 flore type wagon box 
has ail of these selling and service features: heavy gauge 
galvonized steel body resists rust, acid, and wear; one- 
piece formed sides with a substantial lop underneath the 
floor give added support; sliding type endgote, which 
can be locked in either open or closed position, is easily 
operated by one-piece lift bor; extra heavy tongue and 
grooved floor (of specially treated lumber to prevent 
decay) is sturdy and GRAIN TIGHT; lower and wider 
body can be used with mechanical corn pickers, com- 
bines, etc.; lorger capacity and high quality at low cost 
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MODEL 650 


Greater capacity ond 
greater strength moke 
ELECTRIC wagons the 
leaders in their field. De- 
signed for use with either 
standard bolsters or spring 
bolsters os illustrated be- 
low. The bolsters ore stur- 
dily built of heavy formed 
steel with stakes odjustable 
for o 38° or 42” box. 
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IN INTRODUCING its 1952 product 
line, J. I. Case Co., Racine, Wisc.., 
has announced the addition of 
Eagle Hitch, its special method for 
coupling tractors and implements 
to its two- and three-plow tractors 
The company also is introducing 
Eagle Hitch Implements, live or 
continuous running power take-off, 
live hydraulics, and double disk 
self-energizing brakes 

Eagle Hitch was first introduced 
on the Case “VAC” tractor in 
1950 

Regular equipment now on “SC” 
and “DC” tractors, Eagle Hitch is 
not an attachment but an integral 
part of the tractor which permits 





Eagle Hitch for “SC” and “DC” 
tractors consist of two draft 
arms and an adjustable con- 
nec link for quick. easy 
mount of Eagle Hitch Imple- 
ments. “Eagle Claw” latches, 
epened by cords from tractor 
seat, furnish rigid connection 
of draft arms to implements. 
Right: New Case Break-Away 
Contour Plow features a spring 
release which uncouples plow 
when it strikes some obstruc-. 
tion, Plow is automatically 
coupled by backing tractor 





Case “DC” tractor now e- 
quipped along with the “SC” 
tractor with Eagle Hitch, raises 
Contour plow for easy trans- 
port. Floating action of Eagle 
Hitch combined with tractor 
power assures uniform depth of 
plowing. according to the man 
ufacturer 


Case Co. Adds Eagle Mitch 


to 2- and k- Plow Tractors 


close and easier coupling of the 
tractors and implements and af- 
fords more accurate control of the 
implements 

With most Eagle Hitch imple- 
ments: the operator backs the 
tractor to the implement, slips in 
a pin and is ready to begin opera- 
tion. According to the company, 
the coupling device takes about 
one minute and can be accom- 
plished while sitting in the tractor 
seat. 

Working depth can be adjusted 
from the tractor seat by simply 
twisting the turnbuckle. Leveling, 
lifting and lowering controls are 
within easy reach of the operator, 
it is pointed out. 

The Eagle Hitch provides uni- 
form depth control for mounted 
implements. The full-floating hy- 
draulic system is said to permit 
more uniform plowing depth over 


tm. Benn 





irregular ground surfaces. A fur- 
ther advantage of Eagle Hitch, the 
company states, is fhe convenience 
to the operator of transporting 
equipment from field to field and 
on highways. 

A large number of implements 
is now being manufactured for use 
on the “SC” and “DC” models in- 
cluding plows, harrows, culti- 
vators, planters and others. In ad- 
dition, a complete line of standard 
pull-type implements is available 

Eagle Hitch implements are in- 
terchangeable between “SC” and 
“DC” tractors, and many of them 
can be used with the “VAC.” Cer- 
tain “VAC” Eagle Hitch imple- 
ments can be used on the “SC” and 
“DC.” 

Both the 1952 “S” and “D” series 
tractors are available with a live or 
continuous running power take-off 
which can be operated with the 
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Pasture Dream 


eo 4 
\ \4 \ There's a big PASTURE DREAM mar- 
\\ ket waiting for you this summer and 
FA D fall. . . that's why we say now is the 
a time to buy. Here is a proven tool 
that farmers, ranchers and cattlemen everywhere 
are going for in a big way. 
Many dealers had phenomenal sales last sea- 


son with PASTURE DREAM .... and this year 


/ 


should see even greater demand for this needed 
tool. Farm implement dealers everywhere can 
make big profits this year and every year with 
this popular tool. 

With these facts, then, don't delay getting 
your supply of PASTURE DREAMS. You'll be 
wise in placing your order TODAY, 


Has all the features your customers have been waiting for 


SEEDS, FERTILIZES AND RENOVATES with- 
out sacrificing the established sod. 
DESIGNED to fit all popular makes of trac- 
tors. 

FEATURES famous “Ezee-Flow” hopper, with 
dual distributor mechanism and adjustable 
metering shutters. 

WORKS well on contours. 


WEIGHS 800 pounds empty, with hopper 
capacity of about 400 pounds. 


SOLD EXCLUSIVELY THROUGH 
FARM IMPLEMENT DEALERS 
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TAYLOR MACHINE WORKS § 


Louisville, Mississippi 


Please rush me all details on your 
PASTURE DREAM. 


NAME = 
FIRM — 
ADDRESS — 





tractor s!anding still or moving 
Additionally, on these new 


tractors, a hydraulic pump op- ’ 
erates continuously and independ- 
ently of the live power take-off or 


the transmission, thereby _per- 
mitting uninterrupted raising, low- 
ering and angling of the imple- 
ments 


- o 
Double Disk, self-energizing 
differential brakes are now sup 
plied on the “S” and “D” series ‘ 
This is said to more than double ‘ 
the capacity of the brakes for hold 
ing, assisting in turning and stop 


ping the tractor. On the “SC” and 
“DC” brake pedals are located un- 


der the right foot, and can be 
latched together for equalized 
braking 

o 


J.C. Myers, F. E. Myers 


Co. Executive, Passes . 
Joun C, Myers, 73, chairman of T H A N A N  f 6) T oa F R 
the board of directors of The F. E 


Myers and Brother Company, Ash- 
land, Ohio, and former president, 
passed away in Ashland on March 
1, 1952, following an illness of 
several months 

Until elected to the position of 
Gasman of Re Leave th Senwery IRESTONE established leadership in the farm tire field by 
1952, Mr. Myers had served as : 
president of the company since F 
1933. He was the son of Francis E 
who, with his brother, Philip A has held this leadership ever since. Farmers have always 
founded the Myers Company in ’ 
1870. Mr. Myers had been associ- preferred Firestone tractor tires because of their advanced 
ated with the firm since 1902 


introducing the first pneumatic tractor tire, and Firestone 


design and better all-around performance and pulling power. 
Today, Firestone—and only Firestone—provides tractor 
tires in both open and traction center patented tread designs. 
Your customers can choose either tread—the one that per- 
forms best in the soil conditions on their farms. 
Show your customers the advantages of both tires and 
they will see why Firestone tires are first choice of farmers 


everywhere. 


ALWAYS SELL TIRES BUILT BY FIRESTONE, 
John C. Myers ORIGINATOR OF THE FIRST PRACTICAL 
At the time of his death, Mr: PNEUMATIC TRACTOR TIRE 


Myers was a member of the execu 
tive committee of the National As 
sociation of Domestic and Farm 
Pump Manufacturers. In 1929, he 
served as president of the Farm 
Equipment Institute and later was 
a member of its executive council 





FIRESTONE TIRE 
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Put the Farm on Rubber 
RE FIRST WITH FARMERS TODAY 





Parks Named Director of engineer of the power machinery 
M-M Parts Division .... division in 1934. In 1942 he was re- 





sponsible for all of the war con- oa 
Orvit_te J. Parks has been ap-_ tracting for the Hopkins plant, and 
pointed director of the newly in 1945 he was put in charge of 

formed Minneapolis-Moline Co production engineering at the ‘ 

parts division. He assumed his Como steel plant a 
duties February 16 Mr. Parks returned to the Hop 
Formerly production engineer kins plant in 1946 as production 
for the Minneapolis-Moline Co engineer in charge of coordinating 
Mr. Parks began his association materials handling packaging 
with the Minneapolis Steel & Ma capital expenditures budgets, and 
chinery Co., a predecessor com engineering standards procedure 
pany of the present organization, in He also was appointed chairman of 





1927. After serving in the drill the standards committee. He will 
plant he was named assistant chief continue in this capacity, for the 


Orville J. Parks 





present, in addition to his duties as 
parts division director 

Mr. Parks announced that Henry 
Perbix, who has been manager of 
the present parts department, will 
remain in charge of the office and 
serve in an advisory capacity to 
the director. Walt Weireter, who 
has served as assistant parts man- 
ager of the present parts depart- 
ment, has been named special as- 
sistant to the director. 

P. M. Layman has been named 
superintendent of the factory parts 
warehouse 





NOW THE STANDARD 
| | OF COMPARISON 









Farmers buy Cobey Power Driven 
s because Cobey has 
ALL the labor saving and profit 
making features, plus year- 
eround, all-weather spreading. 


i 
: 
: 
A DOZEN REASONS 
" }. Three sizes — 75, 100, and 150-bushel. 





NEW SIDE EXTENSIONS 
with BOW TOP 
ADD TO USEFULNESS! 


fermers ore going for this COBEY 
feeture in a big way. Net only con 






° 


































Hecker Assumes New 
Post for Oliver... . 


CarRL L. HECKER, vice president 
in charge of manufacturing of The 
Oliver Corporation since 1949, has 
been elected first vice president of 
the company by the board of direc- 
tors 

Mr. Hecker joined the company 
as general manager of South Bend 
plants in March, 1946. He was 
elected vice president in 1948. He 
was named a director of the cor- 
poration in November, 1950 

Mr. Hecker was born in Colum 
bus, Ohio, and is a graduate of 
Ohio State University. Prior to 
joining Oliver his industrial ca 
reer was formed at General Mo 
tors, Electric Auto-Lite Company 
of Toledo, Ohio, and A. C. F. Brill 


Company of Philadelph 


° 
ENGINEERED AND MANUFACTURED BY ii alin 


THE COBEY CORP. GALION, ete) Represent Love Tractor 


THe Love Tractor, Inc., Eau 
MAY RAKE, FORAGE Claire, Mich., announces the ap- 
wasen esas wae ab ae pointment of Lovett & Tharpe 
wholesalers of Dublin, Ga., as dis- 
—< 2 toe 4 , . _ , tributor for the Love Tractor line 
in Alabama, Georgia, South Caro- 

lina and Florida 


2. All mechanism is PTO driven. 

3. Six — speed conveyor, controlled from 
the tractor sect. 

4. will spread standing still. ideal for 
orchards. 


' 5. Combination shredder - spreaders are 
non-wrapping corkscrew design. 

6. Drive sheft, shredder - spreaders, and 

i wheels turn on tapered roller bearings. 

| 7. Shredder - spreaders easily removed to 
make it a PTO self-unloading wagon. 

| 8. Adjustable tractor hitch and stand. 

| 9. Make or break con- 

bi nection to power take- 

' off without tools. 

10. Wide flares on 

spreader box. 





11. Safety designed. 
All geors, chains, and 
sprockets covered and 
enclosed. 

12. Six-ply 6.5016 
tires absorb shocks; 
give tow loading 
height. 






HOES, HESPEED WAGONS MEAVY-OUTY SELF-UNLOADING WAGON GEARS 
ond OumMP wacon WAGON 


PTO-OPERATED 
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Built Better to Sell Faster 






BUTLER 
Grain Bins 


That’s right. Butler Grain Bins are built 
better and they do sell faster. Here’s 
how these two facts tie up. Farmers, as 




















you know, are smart buyers. They want \ 
The Butler Long-life Junior Groin Bin hos 1,000 bushels capacity to be sure before they invest their money. 
Sturdy. geivenized construction exures long-life service. They want to be sure that the grain bin 
they buy will positively protect their grain 
———~ = year in and year out. They want the bin 
duu) to last longer with less maintenance. They 
ir know that Butler Grain Bins fill the bill. 
y owls ae | 
a tad [= Ee For over 40 years, farmers have been , 
me spreading the word about the top quality 
— — of Butler Bins. This word-of-mouth adver- 
_— tising helps you sell more Butler Grain i 
é' Bins — faster. And Butler backs you up : 
with consistent farm magazine advertis- 
hin see... you sell ing to your farmer customers | 
One of the best, proved woys for you to in 
creose Butler Groin Bin Soles is to erect one There are the facts of how vou as a 


neor your store. Farmers see the top quvolity 


dealer can sell and profit with Butler 
Grain Bins. Proof that it works? There 
are more Butler Grain Bins in use today 
than any other make 


construction features throughout the bin 


ond you sell 




















Get All the Facts Mail Coupon NOW 










Address office nearest you 
BUTLER MANUFACTURING COMPANY 
7394 E. 13th St, Kansas City JE. Mo 


BUTLER MANUFACTURING 


COMPANY Please send me complete information about Butler Grain Bins, 
. Konsos City, Ma, 
Golesburg, til Name —_ 
Richmond, Calif Firm -_ 
Birminghom, Ala. A 
Minneopolis, Minn, 
City lone Steve 
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Decatur Announces New 
Burks Deep Well Pump 


A NEW Burks deep well pump 
has been announced by the De 
catur Pump Co., Decatur Il} 
Known as the H-V series, the unit 
features a design which permits it 
to be used either in a horizontal or 
vertical position without any 
mechanical changes, depending on 
the type of installation desired 

Patented Kam-Action impelle 
volute combinations are incor 
porated in the series for increased 
capacity All ize which are 








available through 1 h.p have 
heavy-duty, long-life motors. Ca 


pacities up to 1500 gph. and 
depths to 130 feet are claimed 

A special air vent is built into 
the pump for easier priming and 
serves to bleed off air and gas 
from the case. The pressure switch 
is designed to prevent the dia 
phragm from becoming clogged 
with sediment, and all units are 
equipped with a patented non 








chattering control valve 
A one-piece, solid. stainle stee! 
shaft eliminates misalignment of 
motor and pump. and the solid 
' bronze impeller is balanced for 
; smooth performance. The pum} 
: case contains a renewable volute 
: Highly efficient reducers for 
: both one- and two-pipe installa 
tions are available, and a complete 
line of well caps, both for install 
; ing the pump directly over the 
2 well or for off-set installations, are 
Pat er tila offered 
. Specificatior performance ta 
j J \: bles and accessori« ire contained 
a4 | \ int What more could you ask of a farm too in the Burks H-V Bulletin offered 
S asa 2 than to hove it so versatile that it can be used by the Decatur Pump Co 
£ » a the year ‘round—that each season bring 
ek ele loeder Boom you additional attachment busine * 
For the haying season, a New Idea-Horn 
| cer ’ operc 4 J¢ € . * 
Ny 11204 Loader il opevore 0 buck rake, || Comfort Introduces New 
attachments haying quicker and easier Special Spraying Unit . 
" se eal honaed from 
ane’ ctochment are easiy chenged from 1] 4 semavinc uNIT that is adapt 
n use for special jobs it can always be used able to livestock spraying, general 


) Ls . 

y > \X — for handling manure. It's a tool that will mean nsecticide, roadside ind orchard 

oe Ke ; repeot — a your profits sub spraying has been announced by 
- stantially. Start pushing it for haying usoge . . . . 

is ° 9 e . Comfort Equipment Company of 


Pitch Control Manure Bucket Doser Blode Kansas City, Mo. The complete 


Sg Gh el: 


Angle Dorer Dirt 
Blode Bucher 
















NEw [pEa 


FARM nw COMPANY 
Ut 















agy . 





MANUFACT 


COLDWATER, OHIO 


aING RPORATION 
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CLEANER! eae 


Floating Points—toliow ground 
contours, handle down stalks gently. 


Lower Gathering Chains—soves 


ey we CANT Vie 
=A, WEAR IT our! ee 


GEIS MORE 5 
OF US! BY FAR...the BEST PICKER BUYS on the market 


Sell your New Ipea pickers offer you the choice to cover every type of picker 
market—from the heavy machine demands of the heart of the corn 
customers the belt to the special requirements of the South. And best of all, New Inga 
picking features pickers carry “built-in” prestige the kind of prestige that was backed 
up in 1951 by consistent wins in all the official State, and the National 
Corn Picking Contests 

New Ipea pickers save labor, save corn, save money. Look into the 


they're looking 


Nation's number one corn tool line today 


... and you can sell this 
Ne™ Ieee snopper with 
A equal confidence. 


DEA Si F Jp 
| Oa ko 2 - 
aa 


RPORAT 


2 


DWATER, OHIO ay 
—~az 











full-floatir I Y Ké im} 
pre ire Valve pre ire Raugt 
shut-off valve chemical resistar 
hoses, inlet strainer and universa 
mounting bracket to fit all tractor 

The unit is engineered to op 


Ce erate at pressures from 0 to 150 

mba and COMFORT Demers OL? <oondadiny *y + ta ~~. rae 
Utili Spray g 1 or the ‘omfort 

Make 20% of the SALES! Lo anise ome ceuaree 2 
low-cost Comfort Barrel Rack i 


Based on U. S. Government report of 33 manutac . 
] ’ ; ‘ . 
{ also available eparately for Use 

turers who make this type of sprayer one out o | Surveys Show ; 


V is Ce fort , re 
5 sprayers sold s @ Comfort Sprayer Comforts COUNTY AGENTS, ae f = : spec apres 
ng ll ¢ irea 
leadership has been gained by superiority in features, ) AGRICULTURAL ENGINEERS 2 sath 


; 


Additional details are available 
value and price It 5 the spr iver tarmers recognize 4 DEALERS ‘ ! th 2 - . Ca , 
Irom ie nanutacture! omfort 
as the better buy. It’s the sprayer de ilers preter to APPROVE FEATURES . , i a 
Equipment Company, 2609 Walnut 
sell as proved by surveys. It’s the sprayer that has | FOUND IN : : 
\ Kansas City, Mo 


features which the experts approve COMFORT SPRAYERS 
r ° 


* Latest ey t te 
sptaye pr , 
by Dey ‘ 


One-Man Hydraulic Saw 





Burese 

$ Announced by Von Ruden 
A NEW one-man saw, embodyin 
all the feature of the two-man 
tractor-driven, hydraulically-oper 
ated Hydra-Flex saw, has been an 
nounced by the Von Ruden Mfg 

v Co., Claremont, Min: 
: - x The hydraulic head of the new 
, : aw transmit up to 12 brake 
: horsepower from the heavy-duty 
Von Ruden hydraulic pump that 





fits the power take-off of tractors 





‘Comrorr 


MULTIPURPOSE 


FARM SPRAYER 


jeeps or trucks. A safety by-pas 


valve protect the operator and the 





saw, if pinched or crowded beyond 
its cutting capacity. Weight of the 











saw and power head is 30 pound 
|| COMFORT the Leading Spra 
F the Leading Sprayer 
Compare Comfort features with 4 Booms fully adjustable from driv 
sprayers selling at even twice the er’s seat 
price. You'll find these major fea- S Simple, trouble-free spraying sys 
j tures plus many others in Comfort aa 
Sprayers. 
| me G& Exclusive Comfort Manifold for 
7 All controls it driver's elbow finger tip spray control 
2 Famous Comfort Booms plus Tee Jet 7 High capacity, adjustable pressure 
interchangeable nozzles P.T.O. gear pump 
3 Hooks on any tractor by loosening My I ngineered tor ill necessary it 
just 2 bolts tachments 
* 
- ‘ 
—_— — B e t = satin, 
aii a’ “S ies “a The one-mar Hydra-Flex is 
manufactured in 18, 24 and 30 inch 
T. M. Reg , 
sizes. With the easy attachment of 


the handy helpers handle, the 24 
and 30 inch sizes are quickly cor 
verted to two-man saw The 32 


inch and the 46-inch two-man Vor 


“OMFOR Ask Your Jobber For Details Or Write Ruden Hydra-Flex saws complete 
& F EQUIPMENT COMPANY + 2609 00 Walnut, Kansas City 8,Mo. | the line of hydraulically operated 


saws manufactured | Von Ruden 
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A thorough pre-season overhaul builds customer good will 


“What made me decide on a New Holland?” 


“e 
Wrar made me decide on a New Holland Forage 
Harvester? I can tell you the answer to that one fast 
having such good service with our New Holland baler 
Our dealer here is tops when it comes to service for 
New Holland Balers and Forage Harvesters,” 
says J. D. Leacu, Espyvi.ye, Pa. 


Farmers agree—there’s nothing beats good serv- 
ice when you're dealing with farm machinery 
That's why they take their business to the dealer 
they can count on for fast field service and de 
pendable overhaul 

If you back New Holland quality with first 
rate service, you, too, can build a long list of loyal 
customers who'll come back for new sales season 


after season 


Follow this 8-point standard 
for better business through better service: 


1. Carry enough parts in stock to service all equip 
ment sold 

2. Keep a well-lighted service shop set up to handle 
heavy equipment 


pun oe 


i 


} 





Have enough servicemen on hand to service 


w 


properly equipment already in use, plus additional 
equipment sold 

4, Sell only within an area which will allow proper 
service to customers 

5. Set up, start and deliver all equipment sold. Give 
operator prelaminary instructions in the use of the 
machine 

6. Make follow-up calls within an appropriate length 
of time to be sure the machine is in correct adjust 
ment and that the customer is using it properly 

7. Send servicemen to schools provided by New 
Holland to learn the latest methods in servicing 
New Holland machinery 

8. Run schools for owners covering the fundamentals 
of service and the proper operation of their new 


equipment 


We are interested in dealers who are willing and 
able to give first-rate service. If this means you, 
write us and we will tell you whether there is a 
dealership open in your territory. The New 
Holland Machine Company, a subsidiary of The 
Sperry Corporation. 


Xe New Ho.LtLAND 


‘‘First in Grassland Farming” 


NEW HOLLAND, PA. « MINNEAPOLIS « DES MOINES + KANSAS CITY + BRANTFORD, ONTARIO 
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Harvester Co. Introduces 
Four New Tractor Models 


THE INTERNATIONAL HARVESTER 
Co., Chicago 1, IL, has announced 
four new tractor models in the 
three to four plow power class, to 
replace the Farmall M and MD 
and the McCormick W-6 and WD- 
6 standard tractor These four 
new tractors have greater power! 
faster field speeds, and many new 
design features which will increase 
their work capacity and ease of 
handling 

All-purpose gasoline, distillate 





or L-P gas-powered models will Farmall M. It develops 47‘ belt 
be known as the Farmall Super M horsepower and 42 drawbar horse- 
The diesel-equipped model will be power, (est. max. HP-corrected) by 
known as the Farmall Super MD manufacturer’s rating. New field 
The two new wheel tractors will speeds include 25%, 37%, 5 and 6% 
be known as the McCormick Super’ miles per hour on 12 x 38 tires 
W-6 and the diesel-powered Mc- The combination of greater power 
Cormick Super WD-6 and field speeds gives the new 

The Farmall Super M has 21 per-_ tractors an unusually large ca 
cent more power than the former pacity for work. Farmers can 








<¢ ACCURATE BOLT HOLES — ANOTHER REASON N 
*y 


EMPIRE’ BUILT PRODUCTS — 


WORK BETTER - LAST LONGER | 


> 











Our unique method of punching and countersinking in a single hot 4 
operation means better, tighter fit on the bolt between tool and standard 
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we a 


Trea Wee 


SELL THE 
LINE WITH 
READY 
TRADE 
ACCEPTANCE 
For greater service, longer life, more 
acres of work than ever before—specify 
tillage tools made by “EMPIRE” . 
the best in the field for 112 years. 


Heat Fuated Tempored 
FOR TOUGHNESS — FOR PERFORMANCE 


THE EMPIRE PLOW COMPANY 















a Our Second Century Of Progress 
CLEVELAND 27, OHIO 
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Gy EVERY MONTH 


is pump profit month 


when you sell GQ UL DS water systems 


A brand new “ packaged “’ 
_— well jet — oer 


denen vate nsw 








= your Goulds distributer é 
1 and 


GOULDS PUMPS INC., Seneca Falls, N.Y. 





readily accessible suction and pressure LOOK AT THESE FEATURES.... 


pipes attach directly to pump 
COMPLETE SYSTEM 


SELF PRIMING 
CLOSE-COUPLED CONSTRUCTION 


CORROSION RESISTANT 


ONLY ONE MOVING PART 
NOZZLE PROTECTION ‘ 
a PRESSURE CONTROL VALVE juarantes Iximu pacity at 
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haul bigger implements or pull The full line of McCormick e- Self-Propelled Combine 


their present implements inahigh- quipment—48 basic units in all 4 P 
er gear, to do more work per day that fit the Farmall M will fit the (Continued from page 92) 

Field tests indicate that the Su- new Farmall Super M tractor. Hy- : 
per M will pull a regular four-bot- draulic control for mounted im- and narrower. A distributor on the 
tom moldboard plow in practically plement regular equipment, and Clean grain auger levels the grain .7 
all soil conditions, turning up to hydraulic Farmall Remote-Control — in the tank. The unloader is driver . 
20 acres a day. The tractor will for trailing equipment is available by a pulley on the same shaft as 
cover up to 50 acres a day with The new Super tractors have the lower propulsion sheave, mak 


a 10-foot tandem disk harrow, and been built heavier throughout to ing it possible to unload grair 


have power to pull a peg-tooth handle the increased power and whether the machine is moving o 
harrow or ground roller at the speed. The increasingly popular stopped Auger speed can _ be 
ame time. It will drill small grain elf-energizing, double-disc brakes Changed by varying engine speed 
at the rate of 65 acre a day and have been added to make the big propulsion drive. or both. Wheat 
cultivate up to 60 acres or more tractor easier to handle, it was an and barley can be unloaded at a 


bushel-per-second rate. An im 
proved swivel-type unloader sup 
port enables one man to quickly 
place the unloader in either trans 
port or unloading position. I 
transport position the unloader i 
no higher than any other part of 
the combine 

Weight distribution on the drive 
wheels has been improved by top 
mounting the engine and reloca 
tion of the grain tank. When the 
grain tank is half-full the weight 
on the drive wheels is equalized 
and results in better stability ir 


with four-row equipment nounced 





rough terrain, and increased trac 
tion 

Guide wheels are centrally lo 
cated, increasing the maneuver 
ability of the new combine. It car 
be turned equally short in both 
directions, the wheel turn radiu 
being 7 feet. This reduced radiu 
is accomplished through the use 
of individual wheel brakes 

Other improvements include 
receding finger platform auger te 
prevent wrapping in fluffy straw 
conditions belt driven straw 


ar 
Se 


spreader; improved brake shoe 
pivots for more positive brakine 

5 new axle shield to keep straw off 
| Use HERSCHEL PARTS to r H steering assembly; reinforced con 
f epair cave for minimum distortion; new 
perforated steel radiator screen 


ALL MAKES of cutter bars for self cleaning: new guide whee! 


carriage of stronger, simpler con- 





Herschel! Parts add up to customer satisfaction. Time is money to your customers struction; new separator top door 
at harvest time when implements break down, faulty parts must be replaced which also can be raised to become 
quickly, Herschel Parts can be installed quickly and easily because they're a platform for inspecting the en 
guaranteed to fit! They're field-tested to stand up under the high speed pres gine 
sure of power farming The new McCormick 127-SP has 
oh — pretense business for you to keep your parts bins filled with depend all special equipment available 
ab ERS F \ eping vor te “rs Tro ‘ ' > ‘ 

ri plus about a dozen new attach 
Order your complete line of parts from this one dependable source ments made only for the 127-SP 


These attachments are made 


R. HERSCHEL MFG. CO., Inc., Peoria 8, Ill. «=0ials 6 adapt the machine t 


special crops and to unique har- 


Pioneer makers of cutting parts to fit mowers and combines. : ee . 
vesting and field conditions 
Branches at: Minneapolis, Minn.; Omaha, Nebr.: Auburn, N. Y Harrisburg, Pa.; Toledo, Ohio The 127-SP is available with . 
DISTRIBUTORS grain tank or bagging attachment ! 
R. C. Cropper, Macon, Georgia The Southern Supply Co., Dalles, Texas with 10, 12 or 14-foot cutting plat- 
form, or with windrow pickup at ,a : 





tachment, the manufacturer an , 
HERSCHEL PART S Bie 
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Lonard Oliver says, 
“Sure! | Know These People 
....-Lheyre My Bread and Butter” 


Looking over the Farm and Ranch-Southern 
Ay ulturist subs ription list in Fayette 
County, Mr. Oliver said, “Eighty percent of 
thes« peor le are among my best customers. I 
know most of them personally and I know 
1 farmers and good poor le to 
al with) After all, it's my business to know 
the fa rs in this area ind I do. I'ma 


fart myself! 





Mr. Oliver went on to say While the farm 


I ess has always be« u portant n this 

territory. electrification and general mechan 
" 

zatio have greatiy iwurea cd the carning 


power ar i the buying power of the farmer im 
the last ten years Today our hest customers 
ure farmers and the number of them who 
appear on your subs ription list 1s evidence of 
the good judgment of our sUPy hers who ad 
vertise in Farm and Ranch-Southern Agricul 
turist. Frankly, the lines on which we do the 
biggest business are the most prominent in 
your advertising pages I don't know how it 
is in other pla es, but in Fayette County it 


looks like Farm and Ranch-Southern Agricul 


turist carries the weight with the farmers 


Special Notice to Sales Managers, 
Advertising Managers and 
Media Directors. 


What Mr. Oliver has to say about the South 
ern Farm Market ts fully substantiated by the 





: agricultural statistics in the 1950 census. We 

Leonard H. Oliver is the manager of the Farn Equipment Division of Wilson 

Machinery & Supply Con pany oldest and largest equipment dealers in Lex ' ' = rT 
7 ‘ figures ast P Cc ) ; 

ington, Kentucky. Located in the heart of the Bluegrass Country, the Wilson Sures as they are rica “ ‘ 


are preparing a state-by-state digest of thes 








" ‘ r y ’ “~ 
Company depends largely on the Thoroughbred Stock Farms and Burley To happy to mail them to you as they ai 
bacco Plantations of famous Fayette County for its highly successful business come off the press oe ee 
Ps 5 of 
a“ * ae P 
Just sign the coupon oF es 
F a ry 
and mail it to us A gh pe 
a & 4 
WH - ¢." o we 
ae o* 
so” vo" 
a \ .*" 
* te “0 
“ . so 
i 
} NASHVILLE, TENNESSEE Le awe? 
| - a 
. More Southern Farm Families read Farm and Pe . 

Ranch-Southern Agriculturist than any other pub io we , 
: x ‘ < os” < at v 
{ lication circulation guarantee — 1,290,000. a = wo ad ,o* o™ 1" oh 


SOUTHERN FARM EQUIPMENT Section for MAY, 1952 107 





Promotes Farm Sales of THIS IS NATIONAL WATER SYSTEMS MONTH 


Electric Water Systems . 




































































: 
MAY [8S NATIONAL Water System ‘ 
Month, and in dealer showrooms > 
throughout the nation the five- % 
color poster reproduced here will 
be displayed to promote among 
farmers the idea—“Better Living al 
Better Health—Better Produc- 
tion.” a 
During the middle of April man- perrer RerTER 
ufacturers began sending the post- 
ers to their distributors, who in WEALTH pRodUCcTION 
turn made them available to deal- 
= BETTER Living 
“This Is National Water Sy 
tems Month” the poster proclaim 
and then continues with the advice 
“Buy an Electric Water System of * OF ADEQUATE CAPACITY 
Adequate Capacity.” 
Lithographed in five colors, the 
poster features the slogan of the poster is a picture of a small child _ period can be utilized to sell water 
campaign “Better Health—Better enjoying his bath. systems throughout the year 
Living—-Better Production.” The National Water Systems Month “Selling electric water systems 
three points in the slogan are il- is sponsored by the National As-_ is a year around job,” Mr. Angster 
; lustrated by a picture of a farm sociation of Domestic and Farm says. 
{ housewife in a modern kitchen Pump Manufacturers. Herbert C. “Success in the water system 
j made possible by an electric water Angster, executive secretary-di- business comes to those dealers 
: ystem and a picture of cows in rector, points out that the same who use modern methods of find- 
a modern barn equipped with methods which will create busi- ing prospects and then use effec- 
drinking cups. Dominating the ness during this special emphasis tive methods to sell these pros- 
pects.” 
: As a means of developing pros- 
: pects, Mr. Angster advises deal- 
: ers to follow up leads which they 
: “THE DEPENDABLE can obtain from manufacturers 
and power companies, from man- 
: PROFIT LINE agers of co-operatives, from grange 
: SINCE 1888 secretaries, county agents and 
TO a es isto teachers of vocational agriculture 
| and from fairs and community 
i shows 
A COMPLETE LINE Mr. Angster also stresses the 
cei baceryyah seo , importance of canvassing. “There 
: is no substitute for direct solicita- 
| The World's Most Beautiful wom tion of prospects,” Mr. Angste: 
Sprayer points out 
f ! Also extremely valuable as a 
Mede in means of developing prospects are 
PE. = tearm sales records and repair records 
Secek, aitebentam See euneel Dealers are advised to keep a 
tomh. Sump Gonet & Sighty Games See record of all sales as they are made 
seamless Appeoling, modern design Sproys 
eny liquid Pint, Quert (3% ounce! Strongest It is the normal thing for farm 
a ee eS families to outgrow the pumping 
“y capacity of the system originally 
DH SPEEDEX GARDEN & installed. In this case the farme: 
' TREE SPRAYER is in the market for a larger sys- 
# Solid brass tem or repairs 
. » r iT 
FLAME GUN SPRAYER] xwapsack 3,cht Nba tie nosste tor ° 
HUNDREDS OF USES fi spraying trees 
Finest knapsack sprayer mode Pump 7 
2000 degrees controlied heot Biever develops high pressure eosily shrubbery Check Those Losses! 
while sproying 5 gol sinc - grip flowers, weed 
Fer bw “2 — strips -— stee! or copper tonk Tonk is ow killing, ete (Continued from page 84) 
a. “Uighe. Compost. I ccocminm te tecn, nastncem tenn Sturdily built 
Burns kerosene of Bf norsie (Recommended by Exten- low priced. In big demand in that is over 10 years old unless 
sion Services} . ‘ . ’ 
it is in good condition when we 
D.B. SMITH & CO.€FT}maw sr UTICA 2,.N.Y. _guvwme SS 
“ORIGINATORS OF SPRAYERS SINCE 1888 DESCRIBING THESE AND Marrou’s cannot recondition ar * 
UTHERN TERRITORY BENJ © SMITH. JR. BOX 847 SANFORD WNC Oreee (Temes old model and expect to get their 
AM REPRESEMIATIVE GORDON | COMOOM 1265 STAMLEY ST. mOmrRtAl 2. CAmADA money out of it becau e the old 
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model then would have to be 
priced too high 

We have learned the hard 
way, said Marrou, “that we are 
better off to scrap the old units 
just as we get them. If we at- 
tempted to rebuild them, we 
would be deceiving ourselves. Our 
shop expense would soar out of 
reason and we would be reducing 
further loss.” 

The Marrous claim to belong to 
the “old school” of thinking. They 
believe that customers do not have 
to be “sold” everything they buy 
And their sales volume bears this 
out—one hundred new tractors a 
year in a community of this size is 
VOLUME. 

Selling used equipment taken in 
trade has posed no problem for 
these dealers 

“In fact,” Marrou continued, 
“we buy some used equipment for 
re-sale.” 

Sales of used equipment follow 
a fairly set routine. Customer 
wander through the shop and visit 
mechanics while inspecting used 
equipment. Many will favor cer- 
tain used equipment immediately, 
for they know who traded it in. 

When a used buyer asks about 
a guarantee, Marrou deliberately 
evades the question 

“Do you like that tractor? Well 
then, I want you to use that 
tractor a couple of days. Then, you 
tell me what is wrong with it and 
I will have it repaired. The tractor 
has been rebuilt, but I want you 
to be satisfied with it before you 
buy.” 

Either the customer drives the 
tractor home for trial, or the com- 
pany will deliver it. Within a few 
days the customer is back and 
either buys the tractor or ex- 
presses some dissatisfaction with 
it. If his complaint is within reason, 
Marrou will have the tractor re- 
paired. 

“Otherwise,” he said, “we haul 
the tractor back to our lot. Some 
customers just can’t be satisfied 
And if we sold them a tractor 
without trial, they would be back 
in the shop every time they came 
to town. A guarantee to some cus- 
tomers never ends—in their 
opinion. And aside from the annoy- 
ance involved, continuing to make 
petty repairs will more than eat 
up any profit that might have 
been forthcoming.” 

There is direct evidence to sup- 
port the Marrou Brothers business 
philosophy. Their customers evi- 
dently prefer this type of policy 
At the close of a recent promo- 
tional campaign urged by the 


manufacturer and designed to help 
dealers move a tractor of unpop 
ular size in the territory, Marrou 
Brothers, within a 60 day period 
sold and delivered 28 of these 
units 

“And we never solicited a buy 
er,” said Julian Marrou 

The company has only one trac- 
tor salesman 

“He is right here on the floor 
said Marrou, “not out scouring the 
countryside for prospects. He 
here to deal with the prospects 
who walk in. They are the pros- 


pects who are ready to deal.” 


+ 


James Introduces New 
Pig Saver Battery . . 


PropucTion of the new James- 
way “Pig Saver” Battery for feed- 
ing synthetic sows’ milk to baby 
pigs after the first 48 hours is an- 
nounced by the James Mfg. Co., 
Fort Atkinson, Wis 





The twin-deck steel battery ac- 
commodates 20 pigs, 10 on each 
deck, for the recommended first 
two weeks. The feed trough on 
each deck has 10 compartments, 
giving even the runts a chance to 
gain equally. 

The 300-watt heat units, at- 
tached at one end of the Pig Save! 
and out of the pigs’ reach, supplies 
both infrared and convected heat 
Mesh floors and smooth-sliding 
droppings pans help the hog 
raiser maintain a high degree of 
sanitation. The feed troughs, sup 
plied by gravity-feed, are also 
easily removed for daily sanitiz 
ing. 

In controlled tests the system of 
feeding synthetic sows’ milk in 
batteries has shown a decrease in 
pig mortality to less than 10 per- 
cent, in weight gains that surpass 
gains made by sow-fed pigs, and 
in ability to breed sows three times 
a year, it was announced 
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FOR POPULARITY' 
FOR PERFORMANCE! 


hind and away allowing full accessibility te wheels 
List $57.80. Alee seid with twe tool wheels, without 
sickle holder, $55.00, F.0.8 


EXTRA HEAVY & HEAVY DUTY SICKLE 
& TOOL GRINDERS 
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bo $28.90 08 


HAND POWER GRINDERS 
Remy - a duty models 

wheel sires 
a aoe ons ease accurately 


‘ 5” and 7” di 
te 8” tool wheels. List $1/ 











tohed Sere IW priced 
$3 24.99.30 Mote 
STREAMLINED 
GRINDERS 


Made with Gai” Sal 
ant” tally vitrified wheels 
Supplied alee as buffing 


duty models with 6 te 10 
inch wheels List $2 50 
se 00 068 


TOP QUALITY SICKLE 
CONES AND WHEELS 


Made in cur owe 
medern wheel plant 
Fully vitrified spe 
one =e in 
popular assortments 
ASK YouR 
JOBBER! 


WISSOTA 


MANUFACTURING CO. 


MINNEAPOLIS 4, MINNESOTA 
WRITE FOR DESCRIPTIVE CATALOG TODAT! 
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Trades Promote Sales 


(Continued from page 83) 


quipment is too old to be at least 
considered for trading purposes. In 
fact, Dodds often buys obsolete e- 
quipment by weight and sells it 
as scrap. 

“A customer usually is more in- 
terested in the down payment than 
in the total cost of the equipment 
said Dodds. “If the trade-in covers 
the down payment, the deal prob- 
ably is closed. When a dealer has 
a liberal trade-in policy and can 
profitably handle a variety of 
trade-ins, he is bound to sell more 
machinery.” 


Machinery Beginners 


Dodds values the beginning user 
of power equipment who must 
start with used machinery. Such 
a customer has two-fold value for 
him. First, the mechanization of 
his farming operations leads to 
greater prosperity for the farmer 
and to more sales in the future for 
the equipment dealer. Second, and 
not of least importance, such a 
customer is the one who buys the 
reconditioned used equipment that 
has been taken in previous trades 

“A liberal trade-in policy paves 
the way to sales of new equipment 
but the trade-ins also must yield 
some profit for us,” Dodds pointed 
out. “In every dealership there 
should be at least one member of 
the staff who can judge the resale 
value of equipment to be accepted 
in trade.” 

A mechanic is not always the 
best judge, he said Although 
Dodds does not drive a tractor him- 
self, he is able to judge the value 
of used tractors, and does this so 
skillfully that the prospect is not 
inclined to shop around 

Dodds said that he never asks 


i customer what a competitor has 
offered for a trade-in and never 
attempts to outbid a competito: 

“When we outline our propo- 
sition to the customer we feel that 
is about the best we can propose. 
Our careful analysis lets us know 
just how we stand—how we can 
realize a profit from the resale of 
the trade-in. If we can't make that 
sort of deal, we know we'd bette: 
let it alone. However, we don’t miss 
many sales by being ‘off’ in the 
trade-in proposition we make the 
prospect.” 

Dodds seldom sells new equip- 
ment without taking something in 
trade. “There are no longer enough 
sales, without trade-ins, to count 
for volume.” 

Reconditioned trade-ins are im- 
portant in building volume, Dodds 
pointed out 

“People who can't buy new e- 
quipment like to patronize’ the 
dealer who has a selection of good, 
reconditioned equipment. “If we 
don’t have what the customer 
wants one day, we suggest that he 
wait a few days and come back 
The chances are that within a brief 
time we will have what he wants.” 
Dodds insists that regardless of 
present inflation or possible future 
depression there will be a good 
market for farm machinery, and 
that the dealer who has a sound 
trade-in policy, well publicized and 
proved, will get his share of the 
business. 

Dodds planned his building to 
attract customers who want to 
drop in sometimes to browse or 
loaf. His sales floor is inviting and 
original in appearance. A comfort- 
able glider, metal table and chairs, 
potted plants, and magazines pro- 
vide a “rest area” that often is 
used by customers and prospects 
Dodds commented that many farm- 
ers are natural traders and like to 


have a loafing place when they 
come to town 

Although the company building 
is surrounded by pastures, it is just 
beyond the edge of town, a loca- 
tion that is ideally suited to Dodd's 
method of operation 

Behind the comfortable sales 
room is one of the best-equipped- 
service departments in the area 
and remarkably clean at all times 
Dodds insists upon good house- 
keeping throughout the business 

“Keeping the place clean can be- 
come a routine part of the oper- 
ation,” Dodds said. “Once every 
employee acquires the habit of 
cleaning up his work area, the 
store stays clean.” 


° 


Handling Complaints 


(Continued from page 86) 


who does this job. Instead, it is 
the mechanic who did the work, 
for it is believed that he can ex- 
plain better than anyone else the 
worn parts that had to be re- 
placed, the number of hours it took 
to do the job, and how much tear 
ing down and reassembling had to 
be done. By the time he itemizes 
every detail, the customer, in the 
opinion of these dealers, is eithe 
satisfied or hopeless 

When a farmer complains of a 
long wait for his equipment to be 
overhauled after delivery to the 
shop, none can explain better than 
a mechanic the backlog of work 
that had to be completed before 
the farmer's machine could be 
checked 

Although Bradford or Geistman 
may be able to explain the diffi- 
culty toa farmer who is not satis- 
fied with the performance of his 
equipment, more likely the me- 
chanic who spends his entire time 
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THE CHIEF ENGINEER 


of one of the leading farm equipment manufacturers states thet 
we are only nicely started on power farming—that the average 
farmer still does 60% of his work manually. Constant change— 
something new—something better—is @ characteristic of Amer- 
ica. The easiest way to keep up to date regarding new equip- 
ment and methods of farming operation is thru the pages of 
SOUTHERN FARM EQUIPMENT. 

If you are not already a subscriber, send in your $1.00 today for 
a yearly subscription or $2.00 for three years. 


SOUTHERN FARM EQUIPMENT 


section of 


SOUTHERN HARDWARE 
806 Peachtree Street, N.E. 


Atlanta 5, Georgia 
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servicing such machines will be 
given the job of handling the cus 
tomer. He may either go out and 
check the machine or explain 
some adjustment the owner can 
make himself 

“Our mechanics are our best 
salesmen,” Geistman explained 
“They can help better than anyone 
else to sell a new machine, or to 
sell the customer on his equip- 
ment after he has bought it. We 
do not have any field salesmen at 
all except myself and Bradford 
These service men, actually, do 
not close any deals when they are 
out on field service calls, but they 
get them under way, and turn 
over leads to us which usually are 
more easily completed than if we 
had developed them ourselves 

“The reason for this is that the 
farmer has more confidence in 
what a mechanic tells him about 
equipment than he would in the 
presentation of an outside 
salesman, for farmers sometimes 
feel that salesmen over-play the 
merits of equipment. The mechan- 
ic who is on the customer's farm 
to check or repair old equipment, 
not to sell new implements, is 
more apt to win the farmer's con- 
fidence.” 


sales 


Outside Salesmen 


Geistman does not use full- 
time outside salesmen, though he 
admits that many dealers are 
building substantial volumes as 
the result of this sales plan. But 
one of the problems, he said, that 
has to be weighed against the ad- 
vantages is that frequently a 
regular salesman who has to sell 
in order to get his commission is 
tempted to make overly-generous 
promises about a machine's per- 
formance. This creates complaints 
that the dealer has to adjust and 
live down. Then again, a salesman, 
in order to make a sale, may, at 
times, value the trade-in too high 

It is on visits to farms that 
mechanics actually lay the founda- 
tion for future sales. While repair- 
ing an old tractor they may men- 
tion mechanical improvements on 
new models that the firm has on 
hand. They may go into all the 
technical details about the opera- 
tion of new equipment—informa- 
tion that salesmen do not always 
have. Since many farmers have 
some mechanical knowledge, the 
company owners feel it wise to let 
them deal with mechanics as often 
as possible. When the mechanic 
points out the weaknesses of an 
old machine and tells a farmer 
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With thie Cross Plow the 
Average Tractor Operator Can Block or Chop out More 
Cotton Per Day Than 20 or More Average Hoe Hands! 



























A TIME SAVING 
COST CUTTING 
TOOL — DESIGNED 
FOR THE COTTON 
GROWER 





SUPPLIED WITH 
8” SWEEPS. OTHERS 
AVAILABLE 


IN 1 WIUTHS OF 


STEPS FOR ALL 
COTTON STANDINGS, AVAILABLE WITH SPRING 
TRIP OR ADJUSTABLE CLAMPING SHOVEL BRACKETS 


BOX 281 


ADJUSTABLE 


DOWAGIAC, MICHIGAN 
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FINE EDGE TOOLS 
SINCE 1886 











THE COUNCIL TOOL CO 
WANANISH NOC 





COUNCIL Bush Hooks are made of finest quality high 
carbon tool steel, reinforced on each side by soft steel 
extension from the eye. The hook is forge-welded, ham- 
mered to shape, ground to cutting edge and properly 
tempered. 


Write for descriptive catalog on BUSH HOOKS, DITCH 
BANK BLADES, WEED CUTTERS ond ailied items. 


Distribution through Jobbers 


THE COUNCIL TOOL COMPANY, INC. 


WANANISH, NORTH CAROLINA 











SOUTHERN FARM EQUIPMENT Section for MAY, 1952 itt 














































































. ome ‘es. e ° —_ 
4 
ADVERTISEH'S INDEX ld 
| ll ' 
A E 
. 
: 
see : ‘ i b avn Mower ( . 
hd ‘ ? ' Pla C 4 
ng "1 . 
‘ W ’ ad t rit I ( l 
‘ ‘ and R Ir . 
i und Ranch | g « - 
m To 
Animal Trap Co. of America . ederated Mutual Implemer * 
Arvey Corporstion a & lidw surance ( 
Asbestos Teatile D ta stos restone Tire and Raut 
because my cusfomers want kine & Oo Et ' veer 
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e Atlantic & ( ' ¢ & Sons, In ¢ 
valit water systems Ay eed "S Puet a Welles : 
eee Autoyre ‘ ° Flint & Walling Mf ix Ir 
Prat Mfg. © 14 and 
d My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. B G 
They expect and demand quality. | guess that’s why 
the Dempster Water System is the farmer's favorite. a a adres ° 
4 He’s seen that 73-year-old name on some of the fin- Bassick Oo “ 22 
j Bethlehem Steel Cor; 1 : 
: : est farm machinery in the country. Dempster means Billings & Spencer Co . ° 
- ’ , . Boke Yo ne I ° i4 
; quality that s guaranteed, The farmer knows it... a 2 ee S ; 
: and that’s why he insists on items from the famous Buffalo Bolt 64 
Butler Manufacturing o9 
Dempster line. 
. , H 
DEMPSTER — America’s 
Hamilton Mfg. Ce e 
° . 
Quality Water System for the Farm! Hancock Mfx. © " 
Cc Herschel Mfc © ' 10¢ 
: : SHALLOW - WELL Hode Chain Co. . 7 
JETMASTER — Only Calbar I’aint and Varnish Co...114 Horrocks Ibbotson Ox 31 
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special pressure tank ‘ Campbell Chain Cx ° fume Compar D J 
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| : moving part Ole ( mpat Warner Corp. (Shovels) e 
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anced drive shafts nde a ~~~ on ia Judeen Rubber Works fe 
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Water Systems King Hardware : 
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‘9 quipme t Decatur Pump (x 14 
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about its probable future efficien- failure to answer an emergency collects its own term payment 


cy, the opinion tas more weight ca'l immediately.” ‘I want the buyer to bring hi \ 
than if it were made by a sales- To forestall complaints the serv- payments to me instead of to a 
man ice man, while out in the field bank or finance company, Geist 
Leads developed by mechanics will call on other customers in the man said. “If he has a complaint it 
are followed up by Geistman or same neighborhood and check will explode when he meets an in- 
Bradford, and it is by this system with them on the operation of  stallment, and we can handle it 


that most deals are closed. Also, a their implements. If some diffi immediately. By seeing the cu 
mechanic rather than a salesman culty has developed, he makes the tomer often we can keep up with 
has checked the condition of the necessary adjustments or advises his operation of the unit and ad 


trade-in, and this enables the firm the owner about his equipment’s vise him in its use.’ 
to so correctly evaluate its worth service needs 
that it rarely loses money While out making his rounds, he Personal Attention 

“We have organized this system is expected to "phone in at inte: 
so well,” Geistman said, “that we vals so that the office may advise Geistman explained further that 
now have practically no com-_ him of any other emergency calls another reason he prefers to 
plaints. When some difficulty does that can be attended to while he is handle his own paper is that he 
develop in the operation of a new _ in the field. can give the customer somewhat 
machine, the buyer is confident Another source of complaints more personal treatment. If the 


that the matter can be straightened with many buyers is the failure of customer temporarily becomes 
out to his satisfaction. This attitude the dealer to have essential parts hard pressed financially, Geistman 


is the result of the fact that he has when mechanical trouble de- can arrange to carry him and keep 
dealt with a service man and has’ velops. Geistman has an $80,000 him in good humor 

not been misled.’ parts inventory. While this may ‘When an installment payment 

seem to be a heavy investment to is due, a customer may ask us to 

Eight Mechanics some, Geistman believes it bette: wait until he sells a drove of hogs 

to maintain this stock than to have or until his milk check comes in 

The Geistman company has _ customers buy their $2500 equip By handling our own paper we 

eight full time mechanics, and all ment from a competitor who is usually are able to work some 

of them work both in the shop and_ there with the parts and service thing out. We have experienced 

the field. “We keep enough service when needed no problems in handling our own 

men,” explained Geistman. “to Still another reason the com financing, and in all our selling 


answer any call instantly. Nothing plaint problem has been kept experience have repossessed but 
can kill sales more effectively than down is that the firm finances and _ two tractors.” 


COMPLETE LINE... BIG MARKET 
GHA suscnneret 
“DU-ALL’ 


YEARS! 
GARDEN and SMALL FARM euiDoze + mow 
TRACTORS’ 
































EXACT POWER 

CUSTOMERS 
WANT! 

PLOW ¢ HARROW 


SEED ¢ CULTIVATE 
e DISC 


















Opportunity Knocks! 


Dealers make EXTRA MONEY on 
tools and power take off Attach 







ments for all models! 
NEW SAW ATTACHMENT 
Fells Trees, Cuts Wood and Weeds 
Wye2ke3eSeH.P. It sells itself ! 
WALKING TRACTORS f 

for all large and smal! Gardening it Sree woos 


Sturdy, extra strength construction 












5°8°e12¢H.P. 
a ager RIDING TRACTORS 


| Came wttos That Will Handle Good Sized Farm 


AF Lowest cost power. Handles 10, 12. ewen 
- l4-inch plows. Cult t 








y for power and traction Variable 4 a | ¢ vates, mows, rakes 
V4 speed transmission. individual gang Lod } 2 a“ e does dozens of other jobs with ease 
tool controls. Model shown is 3 HP ae ~~"! Werks astride or between 62° vawe 
with 10° plow . Uses P.T.0O. pulley 
NATIONALLY ADVERTISED 
7 Widely used in every state and in for- OPENINGS for DEALERS 


Write for Free Literature, Full Details 
Prices and Information on Dealerships 


eign countries. SHAW is Best, Most 
Profitable Complete Line to Sell! 
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for every caviking job 
‘ 
/ ADVERTISER'S INDEX 
o 
ay tubber ¢ " Redis nd 
wie Engineering ‘ . Russe Burdsa & Wa 
It's easy to sell CALBAR ; ay wens, sere Gass Os, © Bolt and Nut ¢ 
caulking compound to roofing contractors, Low A nor ¢ 1! 
e Tra ' 111 
glaziers, painters .. even to home owners! ‘ a 
It's “elasticized” to insure non-hardening ~~ S 
and prevent staining. Available in a full selection R , . 
. ‘ - -™ 
of grades, colors and container sizes. Sand Sa a ( 
Scharf Mfg. ¢ iH 
~ M s er Mfg. ¢ 
Write today for full details um s Manufact g ( 
Mech r Security Hardware M ‘ 
Meck Miz ¢ Ir ri P 
7 Mall Tool ( ‘ Shaw Mfg. (x 1 
Marshalit n Tr ‘ ’ Simry ity Manufact ne * 
ast k ¢ I i¢ er Smith & Co. tT B « 
. Master Metale |} ts ' s t tend Bait 
Cartridge and Caulking =| ~ weeny Reon Ayn |. ae * 
Gun Display to help Melnor Metal Products « Manufacturing ¢ 
M ar ae Sart . Seutherr ' 1 ° 
you sell more ~~ | ne a Te ee 
CALBAR. Ask for Millers Falle ( ' Seotinnen Shots - 
_ | Miner «M ne ¢ } nt Gover ( ! 
>» yours today. Monark Si r King | . Spra Svatems ( . 
. (Merchandise Mossherg & Sor ’ Star Tools ; 
why ; Murray ¢ f Texas ° Stanle Works 7 
‘ iy, not included). coma Gils Me os Ses oang~ Ay 
; ’ - Se nd Cover Strat ~ | i ' 7 
Me mn ail Mvers & Bros. F tI Streater Industries Ir ° 
ine j Super Six Mfg. Ir if 
; | Sure-Heat Stove Cort ° 
: » Swan Rabber ¢ 7 
: CALBAR PAINT aw as : 
- > 
4 N 
: Manufacturers of Technical Products Na k ¢ 
2612-26 N. Marthe St National Screw & Mfg. ¢ T 
; ‘ n Machine ( 
: ; Philadelphia 25, Pa. ps i New Holland Mach (Ce 1 ravior Chain Co.. 8. G 
| . New jean Division AVCO deen, eel Works 
: > iy Mfg. ¢ 1 and 101 Tes neg “4 Iron & 
New York Wire Cloth Ce , R. R. Co ¢ 
: Nicholson File Ce ° True Temper Cory 
Nixdorff Krein Mfg. Co ° Turpentine & Rosin Factors 
| ‘ Rros Mfg ( . 
| Lf Fork & Hoe ¢ 
hooan ¢ Man ne ¢ nited States Rubber ¢ 
j of ’ ° ( tte Tire D 
4 : “ H taM ‘ " 4 States S&S 
| : 0 i s. Ie y P , 
' : I i States T 4 
| Universal Lamp Ce 
Upson Brothers. In 
Uitea Prop Forge & Tool ¢ ° 
{ - 
' P 
{ Vv 
&on i For iT ‘ 
at Machin (e« 
k Sherman Mfg. Ce \ > Nork 
Parker Mfg. ¢ M ( 
Parrish ( Shepherd * 
Patterson Sargent Ce 
Peaslee Gaulbert Pain & 
Varn ‘ t 
, ' ‘ - Ww 
Pennsylvania Lawn Me 
sae - oot D Wa Brothers 
; -- gt? ine Warwood 7 « 
, a ; . Western Car ige ( 
vme ‘ dae ( W kwir Br ers 
rema | i . W kwir S neer St 
Pur ( in Mills { 7 ad F ‘ 
g ay ° 
‘ ate ‘ . <A 
ce Ammur r 
: . Vir ster Repeating Arms 
Patterns are available for practically R Co. (Guns ‘ 
all plows, listers, middlebreakers in No. 1 soft Wiens Richer Savy . 
center or No. 2 crucible steel of the highest tadiator Sp alty ¢ . Wood Br re Mfc. « 
. ted Dewil Te . “ ff & Sons I t 
quality obtainable. Send today for catalog and ad Brand ‘ Sright Steel & Wire F7 t 
trade prices be 
gton Arms ( 
Stee ‘ r ad 
STAR MANUFACTURING COMPANY oa 2 ae 
is Metals ¢ . Y of 
DIVISION OF ILLINOIS IRON & BOLT CO pesneree oat meas. ¢ 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873 Root Lowell Cory Yale and Towne Mfg. (% ° 
Round Associated Chain ¢ Youngstown Manufacturing ¢ t 
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TOP PERFORMANCE AT LOW COST 

Yes, that’s what you get in Lombard’s New Bow Chain 
Saw. Basically it’s the same saw that has been setting the pace 
during the winter cutting season in Northern and Central states, 
plus a sturdy bow attachment specially designed for rugged 
Southern requirements. 

It's powered by a sensational easy-starting light weight 
motor which has set amazing performance and economy records 
on thousands of Lombard’s straight bar saws. Cuts more wood 
per dollar investment. 

Phone or wire us today for more information about the 
hottest item in the Chain Saw field. 


DISTRIBUTOR OPPORTUNITY IN SOME AREAS. 





Also v6 
MODEL 3- 16 








Straight bar 
PRICE 
$265. 
Model 3-20 
Price $271.50 
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“CHIEF” 
CHIEI 


is 


presents the NEW 


LOADER 


for distribution through Implement Dealers 


SPECIALLY DESIGNED FOR STANDARD TREAD and UNIVERSAL TRACTORS 


Rugged box type booms— unrestricted view 
Twin Super-trips for complete bucket control 
Lifts load with minimum hydraulic pressure 
6 attachments make it a year-round helper 


* Removable tines with overload shearpins 


io” about those big hi-arch 
tractors? The Super Six Chief 
teams up with many of those 
that couldn't be mounted before 
...as well as with other types 
of standard tread and universal 
tractors. A leading tractor manu- 
facturer acclaimed the Chief as 
“best in its field”. Anyone who 
has seen one in action knows 


that it will do the most grueling, 
back-breaking, difficult work 
there is. Attachments include the 
handy manure fork . . . manure 
plate... bulldozer blade... angle 
dozer .. . utility bucket . . . snow 
scoop. Specifications: Lifting 
height up to 8!.’ to bottom of 
fork, maximum capacity 3000 Ibs. 
... 3” ID cylinder, 22! ,” stroke. 
Write for a supply of bulletins 
describing ali four Super-Six Loaders 


MANUFACTURING INC. 





Super JD 
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MINNEAPOLIS 12, MINNESOTA 
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MASTER 


oe 





| TERY RLS | 
Selling 


of 
them 


ALL: 


Quicker turnover means grecter profits 
for you. That's why it pays to “Make Sales 
Faster with Master!" 

The full Master line is a complete 
padiock department in itself, offering 
outstanding values in all price ranges 
Cash in on Master's fast-selling 
padiocks, bikelocks and hasplocks — every 
one a sales pacemaker designed to insure 
extra value for your customers, 
extra profits for you! 
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Master Padlocks 


Master [ock Company. Milwaukee 45, Wis. 
World s Leading Padlock Manufacturers 
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ross-rolled steel 
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tv a Discs 


= 


om ' 





better performance 


J. 1. Case Co. “DC” tractor 
pulling “JA” disc harrow 
equipped with Ingersoll Discs 








QA 


CROSS-ROLLED STEEL—that’s what makes Ingersoll discs split-proof, curl-proof. It's a remarkable 
Ingersoll steel with a mesh-grain structure that’s super-tough for longer life. And it’s specially 
tempered for extra springiness, clean scouring, keen cutting. 


CLOVER LEAF CENTER HOLE—the reason why Ingersoll discs fit tighter on the arbor bolt, with more 


surface contact between discs and bolt, and less corner stress that might cause cracks 


TWO BIG REASONS—why Ingeroll discs work better, last longer, give extra acres of service. 


And that's why 8 out of 10 tillage implements made today are factory-equipped with 
Ingersoll discs. Specify Ingersoll—to be sure of the best discs for your customers. 


“Pr I 


INGERSOLL PRODUCTS DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Ill. 





SPECIALISTS IN TILLAGE STEELS [igmemeiinell WORLD'S LARGEST MANUFACTURER OF DISCS 
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